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The best you can sell at the Price 
National Garage Door Set No. 806 


In these days of sky-high building costs, it is a relief for a builder of a home 
to find that he can at least equip his garage with really fine hardware at a rea- 
sonable figure. The National No. 806 presents this opportunity. It provides, 
at its low cost, the cheapest possible combination to efficiently equip garage 
doors. 


Its every function is perfect-plus. It opens doors smoothly and efficiently, 
possesses a fine finish and keeps it, holds doors tight against jamb, and in all 
other actions is equally competent. 


Sell the National No. 806 to those who are complaining about the high cost 
of building, and surprise them by showing what an unusually good product 
they can get at a low price. 


NATIONAL MFG. CO. Sterling, Il. 
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YOUR ORDER SHIPPED THE DAY RECEIVED 
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every day, and because of this there is danger 

of losing sight and of underestimating the 
fundamental facts upon which all business is 
based. - 


For instance, a condition exists in business to- 
day that is, in a sense, peculiar to the times. The 
actions of most business men, with some notable 
exceptions, reflect a state of mental uncertainty. 
And yet, all of the tested barometers of trade, and 
all of the underlying currents and tendencies of 
industry are moving consistently in the direction 
of prosperity. 


sine is becoming more complicated 


On the one hand we have reports from market 
centers stressing the fact that retailers are buying 
in small lots with the anticipation that prices will 
be easier in the near future. As a result of this 
condition we are told that jobbers have restricted 
their orders to the irreducible minimum, and 
manufacturers are pictured as confronted with the 
problems of keeping their organizations intact, 
their production schedules balanced, their sales 
active and their overhead expenses below the 
danger mark. 


To a definite extent this is all true. But it is 
a summer silhouette—a side view, a tracing, an 
aspect. It is not a portrait of the subject in full, 
but simply an animated outline, sharply etched 
upon the white background of the moment. 


In contrast to this we are given a full portrait 
of the subject in a few deft and powerful sfrokes 
by the Committee on Economic Research of Har- 
vard University. 


“Shortage of building accommodation still ex- 
ists,” says the report. “We look forward to a 
high level of business activity for the remainder 
of the year, and hence expect that building— 
allowing for the usual seasonal movements—will 


Business Today 





remain active during the last half of 1923. In the 
past construction has usually remained large while 
business was prosperous. 


“Conditions,” says the report, “remain funda- 
mentally sound. No signs of a culmination of a 
period of prosperity have appeared. The railroads 
are handling a record traffic for this season of the 
year with general satisfaction. Except in the 
building trades wages have been moderately ad- 
vanced and complaint of a marked fall in efficiency 
has been absent. Collections are reasonably good. 
Finally, the money market has continued relatively 
easy, in the face of business hesitancy and weak- 
ness in commodity prices during the past three 
or four months. This occurrence is persuasive 
evidence of the accuracy of the reports that for- 
ward buying has recently been unusually con- 
servative. 


“We are confident then, that during this cycle, 
as in those which preceded it, unfavorable move- 
ments of both the speculative and the money 
curves of our index chart will be required to fore- 
cast the reversal in the trend of business. Euro- 
pean unsettlement, agricultural distress, malad- 
justment of prices, labor shortage, strikes—none 
of these has so far disturbed the nermal relation- 
ships of the curves of the current index chart. 
We believe that they will not do so now. Until 
the condition of the money market changes from 
one of relative ease to one of stringency, we see 
no basis for pessimistic opinion. The recent ease 
in money rates therefore sustains our position that 
business will continue on a high level during the 
remainder of 1923.” 


Whether prices go up or down the man who 
has the goods can and will sell them. It is just 
as destructive to business stability for a merchant 
to underestimate his possibilities for sales growth 
as it is for him to overestimate them. 
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EPLYING to your questions in 
your recent letter, will state the 
following: 

Question 1. How do you pay your 
clerks ? 

Answer. We pay them a straight 
salary semi-monthly. 

Question 2. Do you believe straight 
salary is enough? 

Answer. Yes and no. Labor condi- 
tions today make it so that nothing is 
satisfactory. 

Question 3. Have you tried giving 
commission on sales? 

Answer. No, but have offered bonus 
to help keep stock up and had to give 
it up. 

Question 4. What do you think about 
yearly or monthly bonus? 

Answer. I would not give that with- 
out first reducing the salaries a great 
deal and I do not think it would be sat- 
isfactory in the retail business here. 

Ott Hardware Company, 
Santa Barbara, Cal. 


Sometimes 


| PAY my clerks weekly. 

the straight salary is more than 
enough, and as a general rule, I am in- 
clined to think that it is the most satis- 


factory. However, conditions often 

warrant an additional payment above 
the stated salary normally paid. 

I have never tried giving commis- 

sions on sales. 
E. W. Robinson, 
Denver, Colo. 

E are in receipt of your question- 

naire in regard to the most sat- 

isfactory way,to pay clerks and in 

reply will say that we have given this 


HARDWARE AGE 






August 2, 1923 


The Payment ofl 


S we stated last week in announcing the publication of these 
A letters from hardware dealers on the payment of clerks, “the 
most important thing in business is not price, nor stock, nor 
turnover, nor credit, nor any system you have ever heard of—it is 
men, and the influence of men upon money and of money upon men.” 
The truth of this statement is reflected in the following letters 
that we have received during the past few weeks from hardware deal- 
ers in all sections of the country. The payment of clerks is one of 
the most difficult and one of the most essential problems confronting 


the merchant. 


In an attempt, not only to focus attention on this problem, but also 
to help in so far as it is possible the hardware trade to find a practical 
and a satisfactory solution to this problem, HARDWARE AGE has 
opened its editorial pages for the publication of letters, comments 
and suggestions from anybody in the hardware business who has 
anything to say on the payment of retail clerks. 


The value of this discussion to the employer and to the clerk can 


hardly be overestimated. 


subject a great deal of thought and 
have tried several different plans. 

The plan we have adopted, and which 
seems to be most satisfactory, is to pay 
them their regular salary, based on the 
goods and profits derived from their 
sales the previous year, and then an 
additional bonus of 5 per cent on their 
gross sales over and above the required 
amount to make their regular salary. 

We have some men this year who 
will make from $500 to $1,000 above 
their regular salary. We are talking 
to them about placing this bonus to 
their credit for the purpose of issuing 
them stock in the business when they 
have accumulated a sufficient amount 
to justify it. This seems to please 
them. In this manner they will soon 
have a good substantial interest in the 
business which they have acquired by 
putting forth a little extra effort. 

Martin Hardware Co., 
Wetumpka, Ala. 


CKNOWLEDGING yours request- 
ing that we advise you as to our 
practice and opinion in connection with 
the four questions, as referred to in 
your letter, we are pleased to report 
to you as follows: 

We pay our clerks on a straight sal- 
ary basis. 

Salary increases are made annually 
(where warranted) as the term of em- 
ployment of the individual increases, 
and in addition to which we issue to all 
of our employees an insurance policy 
made payable to whomever they may 
elect, and on the following basis: To 
all who have been in our employ six 
months $500 insurance; with an _ in- 
crease of $100 every six months until 
insurance to the amount of $2,000 has 
been reached. 

We have never approved of giving 
commissions on sales, believing that 
work other than selling would be neg- 


(To be continued next week ) 


It will lead to a broader viewpoint, a 


lected or slighted by salespeople in 
their desire and anxiety to “make a 
book.” 

Several years ago we concluded to 
try out the yearly bonus plan, where- 
under we paid a bonus to salesmen 
based on increased sales over the pre- 
ceding year. While we found this to 
act as an impetus and created an in- 
centive for a short period of time after 
its adoption, we concluded that there 
was not sufficient individual effort put 
forth throughout the entire year to 
warrant its continuance. We accord- 
ingly changed this plan to one where- 
under we are paying a bonus to the 
heads of departments covering in- 
creased sales in their respective de- 
partment, and are leaving to them the 
responsibility of securing the desired 
cooperation and increased interest of 
their respective sales people. As the 
current year is the first in which this 
new plan has been under way, we are 
not prepared at this time to offer a 
definite expression of our conclusions. 

Chas. Brown & Sons, 
San Francisco, Cal. 


A MeWRRING interrogatories you 
+* ask me: 

“How do you pay your own clerks?” 
In answer, will say I pay my clerks 
salaries, except the profit shares and 
they get a salary and a portion of the 
net profit. It will be necessary for 
you to have a copy of my profit shar- 
ing plan in order to know the details 
of this. 

“Do you believe that a straight sal- 
ary is enough?” Yes and no. Yes, if 
you are willing to give them their part 
of what they earn. No, if you are not. 

“Have you ever tried giving commis- 
sions on sales?” No, except to can- 
vassers on the outside. 

“What do you think about a year's’ 
or a monthly bonus?” I think it is a 
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better understanding and a more intelligent handling of the problem. 
But the important thing about a discussion of this kind, which we 
feel cannot be stressed forcibly enough, is that its constructive value 
is great only in proportion to the number who enter it. 
You will find all of the letters published on these two pages inter- 


esting and informative. 


Your own experiences and opinions are 


equally so. If you have not sent in your letter on the most practical 
and satisfactory way to pay clerks, do it today. You will be helping 
yourself to think clearly on this matter and you will be helping a 
fellow hardware man solve one of the toughest problems in business. 

The traveling salesman who comes in contact with clerks and dealers 
of all types could also contribute constructive and original ideas on 
this subject, and we hereby invite him to enter the discussion. 

It is only fair to add that no anonymous letters will be published 
and that no letters of a destructive, critical nature will be used. This 
is a matter that touches everybody interested in hardware, and its 
purpose is to be helpful to the merchant and to the clerk in a practical 
way. Let’s hear from you anyway—today. 


very dangerous proposition and espe- 
cially in the average retail hardware 
stores of this country where the clerks 
are supposed to sell, collect, keep stock, 
and do everything else necessary for 
the conduct of the business, besides, too 
much room for jealousy and misunder- 
standing. I am afraid of any bonus 
plan that I have ever heard of—I guess 
that you might consider that I am mar- 
ried to one plan only, for this plan has 
stood for 19 years and has proved a 
blessing to me in every way. 

Hamp Williams, 

Hot Springs, Ark. 





WE pay our clerks on a straight sal- 
ary basis. We believe this to be 
a fair method of compensation. 

We have tried the commission on 
sales. We find the yearly or monthly 
bonus to be unsatisfactory. 

Remarking on the above, we would 
say that we have investigated carefully 
the various methods of compensation 
and believe that the bonus system can- 
not be worked out in an entirely satis- 
factory way to all concerned for the 
reason that some clerks are willing to 
give their best efforts, others are not, 
ranging according to the mentality of 
the individual. For that reason we 
think it best to pay according to the 
services rendered, rewarding those who 
give their best efforts with a stipulated 
monthly increase over the less efficient 
and honest. 

From years of experience we find 
that this method seems to bring the 
best results. 

Barrett-Hicks Co., 
Fresno, Cal. 





WE. pay our clerks on a monthly 
salary basis. We do not believe 
a straight salary is productive of the 
best results. For some years we have 
agreed to pay a ten per cent bonus on 


the average yearly salary to any em- 
ployee working on a monthly basis, 
who has been with us one year or 
more, providing the profits of the busi- 
ness justifies it. 

We have never tried commission on 
sales except in our automobile depart- 
ment. The salesmen in this depart- 
ment are paid upon a straight com- 
mission basis. Question 4 has _ been 
answered under question 2; but we 
might further add that the bonus sys- 
tem has material benefits during a time 
of rapidly increasing salaries; and it 
further preserves your organization at 
a time when salaries decrease. During 
the year 1919-1920, instead of raising 
salaries to the peak, we let them re- 
main as they were, but paid twenty per 
cent in bonuses instead of ten. In 1921 
our salaries were upon a reasonable 
basis, and our organization was not 
disturbed. 

Turner Hardware & Implement Co., 

Modesto, Cal. 


|S Papmciagennregin to your first question, 
we pay our help each week, and 
think it much more satisfactory than 
to pay by the month. 

Your questions two, three and four 
we cannot answer, for the reason that 
in the last year or so the writer has 
often thought he would get better re- 
sults if he operated under your ques- 
tions three and four. We have had a 
few goods from time to time that pile 
up on our shelves and we could not 
seem to get rid of them, but when we 
operated under your question three the 
goods were disposed of almost imme- 
diately. 

_ Iam interested very much in the re- 
sults of the questions you are putting 
out, and when you receive them would 
be very glad to have the results. 
Maxwell Hardware Company, 
Oakland, Cal. 


Send in your opinion today. 
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answere to your first question 
we pay our clerks on the 20th and 
5th of each month. These payments 
are payable up to the 15th and 1st of 
each month. We have two branch 
managers that we pay salaries and 
one-half of one per cent net, business 
settlement made twice each year. 

Second. In some lines of trade, yes, 
other lines a salary for service ren- 
dered. 

Third. We have in our business and 
it is so complicated and conflicting with 
other salesmen that we discontinued it. 

Fourth. We believe in a yearly bonus 
when the earnings of a business pay 8 
per cent or better, but no bonus unless 
the net earnings are above 8 per cent. 

. The O. S. Stapley Co., 
Mesa, Ariz. 


\ /E have always paid our salesmen 

straight salaries but are not sure 
that, under present conditions, we are 
following the best plan. 

We need some method of compensa- 
tion that will reduce to a minimum 
changes in our sales force, that will 
keep the clerk’s interest centered in 
their work and that will not raise sales 
costs. 

We have never tried giving bonuses 
or commissions and are frank to say 
that in the past we have been preju- 
diced against such forms of pay- 
ment. We realize that each month the 
problem of maintaining an efficient 
hardware sales force becomes more 
difficult and are very much interested 
in anything said upon the subject. 

A. C. Penniman & Son Hdw. Co., 

Fort Scott, Kan. 
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Turning Tackle 1 


ELLING fishing tackle in a small town is 
S 60 per cent personality, 25 per cent display 

and 15 per cent actual merchandise. At least 
that is the impression we brought away with us 
after we interviewed A. T. De Forest at New 
Canaan, Conn., last week. 


His formula works. According to his records, 
which we saw, he turns his fishing tackle stock ten 
times a season, the season being from Jan. 1 to 
Nov. 1. 


Two years ago Mr. De Forest started selling 


fishing tackle. He only put in a small stock, and. 


at first he only did a small business. But before 
the season was half over he found it necessary to 
reorder for considerably more merchandise than 
he had originally bought. 


Last year he put in a larger stock and did a 
_ larger business and this year he started using 

a special display case. This case which is only 
21 sq. ft. over all, and which Mr. De Forest made 
himself, has doubled his business in fishing tackle. 
From. Jan. 1 to July 24, on an original stock 
investment of $125, he has sold from this case 


$813.22 worth of fishing tackle, in a town of 1800 
persons in winter and 6000 in summer. 


There are seven lakes within twenty miles of 
New Canaan, and several good trout streams. Mr. 
De Forest fishes on all of the lakes and most of 
the streams, and his reputation as a fisherman in 
his own home town, is one which many of the 
summer colonists at New Canaan respect to such 
an extent that they will take the advice of no other 
person on piscatorial matters. 


“Last year,” said Mr. De Forest, “I made the 
mistake of handling too much of the highest grade 
tackle. This season I am carrying both high- 
priced and popular-priced goods, The fish rod 
at two and three dollars I have found to be the 
best seller, and I find that the best selling reels 
are those that sell for about three or four dollars. 


“The lines that sell the best are the advertised 
brands, although I have sold a certain brand that 
I use myself to a larger extent than any other. 


“Fishing tackle, I believe, is the one thing that 
runs into money where personality enters more 
strongly than anything else. If a merchant has 
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Sketch of special case made by A. T. De Forest, New Canaan, Conn. Back board for rods, 18 in. x 9 ff. 
Small cases on table, 2 ft. « 4 ft. Nickel plated round head screws used as rod rests 














August 2, 1923 







HARDWARE AGE 








imes in 21 Sq. Ft. 


the reputation of being an experienced 
fisherman the public depends a great 
deal on his judgment. 















“On June 16 I started a ‘Big Bass Con- 
test’ and offered $5 worth of tackle to 
the person catching the biggest bass 
prior to Sept. 15. We have had entry 
after entry, several of which have 
weighed more than five pounds. 














“I stipulated that the fish should be 
weighed at the store and the name of 
the contestant and full particulars given. 
Unfortunately I made the mistake of 
announcing the weights, so now nobody 
will enter the contest unless he catches 
a fish over five pounds. 











“Nevertheless, that $5 prize has been 
the direct means of our selling at least 
$300 worth of tackle, although I stated 
that there was no compulsion for a con- 
testant to buy a thing at my store. 











“Next season I’m going to give three 
prizes, and not announce the weights un- 
til the end of the contest.” 











Mr. De Forest has his own methods of 
selling. He believes it is a mistake to 
show a customer either the highest price 
article or the lowest. He says that they 
feel scared or have their pride pinched 
when you offer them a high-priced ar- 
ticle first. And if you offer a low-priced 
item they are likely to feel hurt and of- 
fended. He always makes it a practice 
of first showing customers a moderate- 
priced article and studying their reac- 
tions. If it is too high they usually say 
they did not want to pay so much. If 
they are willing to pay more and feel 
that they should, he says, they usually 
ask for it. If they buy the medium-priced 
one he explains that they usually leave 
the store satisfied, and return again. 






















The first of every month Mr. De 
Forest sends out a letter to his custom- 
ers and prospects featuring some special - 
article or rtment. He gets his mail- 

; : ot anes 8 ; Charles Feindt, Brooklyn, N. Y., foreman printing a 
ing list from the telephone directory, department HARDWARE AGE, an enthusiastic fisher- ot 


and so far has found it satisfactory. man, showing a aaa — one of his recent 
catches 














Ringing Doorbells 


WENTY years ago two young 

men opened up a hardware store 
in the suburbs of Pittsburgh. They 
started with small capital and were 
practically unknown in the com- 
munity. 

Did they put up their sign, open 
their doors and then wait hopefully 
for customers to find out about them 
and drift into their store? They did 
not. 

During the first few weeks that 
the store was in business, one of the 
partners spent nearly his entire time 
outside the store getting acquainted 
with prospective customers in the 
neighborhced. 

Within a few months, a represen- 
tative of the store had called upon 
practically every family in the trade 
territory. Advertising matter was 
left at each visit to remind the 
people that the new store was there 


“Quarter Table” a Real Money 
Maker 


N the basement of the Builder’s 

Hardware Co., Warren, Ohio, you 
will find a complete housefurnishings 
department. One of the most inter- 
esting displays in this submerged 
salesroom is the 25-cent table which 
greets you as you come down the 
stairs. Every week a different ar- 
ticle selling at 25 cents is placed on 
display at this point. When we vis- 
ited Manager R. W. Cassidy at this 
store we found a good collection of 
household brushes displayed on the 
table. It is known as the “Quarter 
Table” to the people of Warren, and 
Cassidy tells us that it turns over a 
good quantity of goods each week. 
There are many 25-cent items in 
your stock. Why not arrange a 
“Quarter Table” and make a little 
extra profit? 


Making Money Out of Dead 
Stock 


The Richmond Hardware Co., 
Clarksville, Texas, had a lot of high 
priced reels on their hand: that did 
not move. Mr. Richmond got an 
inspiration. He offered them as 
prizes for the largest catches of the 
season. Before this his fishing 
tackle business had been satisfactory 
but nothing -that he would brag 
about, even to himself. The reels, 
however, turned the trick and 
changed the department into a live 
proposition. 
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to serve them. This store gradually 
became better known and acquired 
a reputation for personal service 
better than ordinary. In a few years 
it moved nearer the centre of the 
city and today is one of the leading 
establishments of the metropolis. 

If these two young men had been 
satisfied with what trade came their 
way, without going outside to ex- 
tend their business, it is probable 
that, if they had stayed in business 
at all, it would still have been in the 
small store on the outskirts of the 
eity. 

The above is not a new story. It 
has happened again and again—in 
many places—under many condi- 
tions. 

With paint and varnish, nothing 
takes the place of personal selling. 
The majority of the people that come 
into your store are already sold. It 
is outside work among house-owners, 
farmers, contractors, industrial 
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Park Your Grouch Outside 


When Thompson called the other day, 
My heart began to sink; 

I hoped he’d not sit down to stay— 
He guessed as much, I think. 

My greeting, purposely, was cold, 

But, pullina up a chair, 

He smiled serenely as he told 

Me things were “looking fair.” 


From glancing often at the door— 
A hint that I employed— 

I soon forgot he was a bore, 

And ceased to be annoyed. 

He used to come with clouded face, 
Complaining and sad,-eyed, 

But now a change sone «ll place— 
He’d parked his grouch outside. 


His manner and his speech were bright, 
He radiated cheer; 

I missed with genuine delight, 

His customary sneer; 

The favor that he asked was small 
And how could I do less 

Than show my gameness after all? 

I had to answer yes. 


You may have reason to believe 
That everything is wrong, 
But don’t let other men perceive 
Your visage when it’s long; 
Learn all the cheering news you can, 
And wear a smile that’s wide, 
For Luck slips in to aid the man 
Who parks his grouch outside. 

—The Starliner. 


ena Lee 
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plants and many other paint and 
varnish consumers that gets yoy 
business that you would not get by 
waiting for it to come to you. 

Successful paint and varnish deal- 
ers realize the dollars and cents value 
of employing outside men to call on 
and develop this business. If it jg 
not possible for you to have a man 
giving his exclusive time to outside 
work, some members of your regular 
sales force can spend part of their 
time outside. There are days when 
trade is slack when your clerks are 
more valuable outside than waiting 
around the store. 


Spring is the best time of the year 
to get business in this way. Special 
effort on the outside ought to develop 
for you paint and varnish sales 
which no one is getting now. 

The best salesmen usually have the 
reputation of wearing out lots of 
shoe leather. The Oval 


Who Gets the Honors? 


OMEBODY has to make the be- 

ginning. If the idea is good, it 
is quickly adapted. Somebody started 
displaying hardware on swing panels. 
Who did it? There isn’t an up-to-date 
hardware store in the country that 
would think of keeping shop without 
having a good sample display on 
swing panels or doors. 

It is said by B. W. Haverfield, vice- 
president of the J. D. Warren Mfg. 
Co., Chicago, IIl., that the Pickering 
Hardware Co., Cincinnati, Ohio, in- 
stalled swing panels for displaying 
hardware at least twenty-five years 
ago, when he was still connected with 
that firm. W. L. Matthews of the 
Cleveland-Matthews Hardware Co., 
Pine Bluff, Ark., has been using this 
type of display over fifteen years. 
Mr. Matthews’ arrangement is prac- 
tically the same as is used today. 
Who can beat the record? 


Carnivals Boost Parrish’s Sales 


RANK PARRISH & SON, Ham- 
ilton, Mo., is ever on the alert 
to increase sales. Whenever a street 
fair or carnival company comes to 
town, Parrish’s is sure to make some 
money. Usually affairs of this kind 
mean big business for the ice-cream 
men, but the merchants dealing in 
the necessities hardly ever notice any 
increase in sales unless of course 
something special has been done to 
take advantage of the crowds. How- 
ever, Parrish sells the carnival com- 
panies a lot of aluminum ware which 
they use as prizes and he has cleaned 
house more than once on this line. 
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Only a Bird in a Gilded Cage, But Selling 
The Cage Is What Counts 


HERE is one line of merchan- United States. There are many thews Hardware Co., Pine Bluff, 
dise which hardware dealers dealers, however, who have made a Ark., selling over $1,000 worth a 
seem to have held without ques- money-making specialty out of the year, ‘and it brought ‘business in 
tion since long before the days of the line. other lines. Schroeder-Neilsen Hard- 
prairie schooner. That line is bird The accompanying illustrations ware Co., Eau Claire, Wis., seldom 
cages, and it is safe to say you can show the size of some stocks carried overlooks a good money maker. The 
find some kind of.a bird cage in by hardware stores. HARDWARE AGE, illustration shows a recent window 
about every hardware store in the June 21, told of the Cleveland-Mat- that sent sales right up the ladder. 
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The decoration of birds all around 
the window made an unusual border 
and, needléss to say, stopped the 
traffic. The background and the en- 
tire arrangement of the window 
shows many good merchandising fea- 
tures. 

The Gregg Hardware Co., Little 
Rock, Ark., carries a good line, as 
you can see from the illustration. 
Mr. Gregg keeps a canary songster 
in the doorway of the store and peo- 
ple passing the door invariably stop 
to listen. Good windows are always 
ready to interest them until they 
have gone inside or the bird has 
gathered another crowd. It lends a 
mighty pleasant atmosphere to the 
store, too. You don’t have to worry 
about getting women in the store if 
there is a canary bird singing him- 
self out of breath. 

There is an irresistible appeal to 
a window in which a live bird is 


Improved Bit Extension Will With- 
stand Strains 


An improved Bit Extension, known 
as No. 3d, for use on 11/16-in. bits or 
larger, has been placed on the market 
by the Millers Falls Co., Millers Falls, 
Mass. The Bit Extension has but two 
jaws which allow extra wide surface 
to withstand any twisting strain. The 
print in the jaws conforms to the shape 
of the auger bit shank, there being 
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perfect alignment and no wobbling. 
The jaws are removable and easily 
and quickly replaced. The adjusting 
nut is heavily knurled and gives a 
positive grip. It is threaded for rapid 
adjustment, the upper portion of ad- 
justing nuts being of hex stock to per- 
mit tightening with a wrench. The 
chuck shell is of extra heavy steel tub- 
ing and is polished overall. The Bit 
Extension is, 2 in six sizes, namely, 
12, 15, 18, 24 and 30-in., weights 
of which are "to. 11, 13, 14, 16 and 18 
oz., respectively. The Bit Extension 
is not recommended for bits larger than 
12/16-in., although of ample strength 
to turn a 7/8-in. bit. These are packed 
one in a pasteboard box. 


Interchangeable Socket Wrench 
Has Wide Usefulness 


The Snap-on Interchangeable Socket 
Wrench, made by the Snap-on Wrench 
Co., Milwaukee, Wis., and distributed 
by the Motor Tool Specialty Co., Chi- 
cago, lll., is a high-grade tool origi- 
nally designed for automobile work ex- 
clusively, but which because of its 
valuable features has become popular 
in other lines of industry. The “Snap- 
on” Interchangeable Socket Wrench 
line consists of several special handles 
and a complete range of sockets, all 
interchangeable, any socket fitting any 
handle and a nut or bolt of the size 
stamped on it. The sockets are milled 
from solid bar. steel and are unusually 
strong, it being practically impossible 
to round them out. In addition to the 
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shown, and even people who have no 
interest in purchasing a cage like to 
pause for a moment and watch the 
antics of the little feathered folk. 
For this reason, a window display 
in which a bird and cage is featured 
will serve as an excellent means of 
focusing attention on merchandise 
shown in connection with it. 

Sales on bird cages on Saturday 
paid the overhead for this firm for 
the day. They get eight turns out of 
the stock and sell between $2,000 and 
$2,500 worth a year. Mr. Gregg keeps 
an eye open for possible users and 
whenever a carnival company came 
to town sold them $100 worth of 
cages. The business envelopes of the 
firm have bird cages advertised on 
the back of the and many inquiries 
are obtained in this way. 

This firm has a clever way of 
showing the line, as you will agree 
when you look at the illustration. 


handles and sockets, there are special 
flexible joints and sockets, a ratchet and 
various special sockets. A unique fea- 
ture of these wrenches is their sale in 
selected kits made up for any make of 
car. The selection is made by the re- 
tailer from his stock, with the aid of a 
book called “What Car Do You Drive?”, 
in which are listed the names of vari- 
ous cars and the Snap-on units required 
to completely equip each car. The 
“Snap-on” wrenches are being used 
exclusively in other fields, particular- 
ly in industrial maintenance, in ma- 
chine repair, ete. 


Electric Drill Has Noteworthy 
Feature 


A %-in. electric drill designated as 
the type “U. S. Automatic” has just 
been placed upon the market by the 


United States Electrical Tool Co., 
Cincinnati, Ohio. The handle cast 
integral with the aluminum body is on 
a straight line with the three jaw screw 


back chuck, and the switch lever located 
at the extreme top of the grip is an 
innovation in drill control, for in 
addition to being in a most convenient 
position for the operator’s forefinger 
it also forms a grip support when in 
the “ON” or running position. The 
motor is of the universal type for 
operation on direct or alternating cur- 
rent circuits, the ball bearings are 
S. K. F., the gears are chrome nickel 
steel, hardened, running in grease and 
the extremely low price includes eight 
feet of rubber covered cable and a one- 
piece swivel attachment plug. A 
“U. S.” bench base, arbor and wheel 
can be used to transform this drill into 
a serviceable grinder and in addition 
it can be mounted in a “U. S.” drilling 
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Notice the seasonal goods, law 
mowers, ice cream freezers, Sickles, 
coaster wagons, etc., on the floor. 
The first level is used for household 
supplies and. the cages are swung 
from brackets on the upper level, 
but still within the reach of customer 
and salesman. Bird supplies and sun- 
dries are also worth-while money 
makers in a small way and should 
not be overlooked. 

This is a profitable line and has 
little competition from retail stores 
in other lines. It brings in the house- 
wife’s trade, and that is decidedly 
worth while. In addition to this, a 
bird cage sale may result in a vacu- 
um cleaner or washing machine pros- 
pect. Hang a canary up in your 
front door, get a few palms or ferns 
around the store to brighten it up, 
and then watch the bird bring the 
crowds in. 


stand or post bracket to form a bench 
drill or bracket drill, respectively. It 
is light in weight and is 10 in. x 4 in. in 
size and is guaranteed by the manu- 
facturer. 


Additions to Handle Spraying 
Devices 


The Hande spraying machine, made 
by the Hansen Brass Mfg. Co., Grand 
Rapids, is designed for spraying small 
trees, brushes, plants and garden truck 
of every description, and should prove a 
very useful device for farm use. The 
spraying machine has a double action 
and pumps continuously when the 
handle is worked up and down, throw- 
ing a stream for a distance of 35 ft. 
The device is substantially built from 
heavy galvanized iron and high-grade 
brass, the workmanship being of the 
best. It has no springs or valves to 
get out of order, and is always ready 
for use, and is very easy to operate. 
A feature of the pump is the fact that 
no exertion is involved in working the 
handle, but starts action as the handle 
is raised and lowered. 

The Hande fire extinguisher, also 
made by this company, is designed to 
safeguard the home and afford an ef- 
fective means of extinguishing fires be- 
fore they have gained much headway. 

This device has a double action fea- 
ture and pumps continuously when 
handle is worked up and down, and will 
throw a stream 35 ft. 

This machine holds about 4 gal. of 
water, which is a sufficient amount to 
put out any fire if applied at the right 
time and place. 

By adding % lb. bicarbonate of soda 
will keep the water from decomposing 
and aid materially in putting out fire. 

It may also be used for washing win- 
dows and automobiles where water 
pressure is not available. 


A typographical error in the issue 
of June 28 made it appear that Har- 
rington & Richardson Arms Co. had 
reduced prices on revolvers. This 
should have shown an advance as 
prices on this line are increasing. 
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ELLING is a matter of every day life as well as 
S of business. From the cradle to the grave we 

are continually selling or being sold. I can 
remember back in my wood-box days, how Dad used 
to sell us the idea of doing the daily chores on an 
allowance basis... He had a good approach and he 
certainly knew how to arouse our interest. He would 
wait until we were seated around the dinner table, 
then he would smile knowingly and say: ‘Mother, I 
think I have a plan for the boys to make some extra 
spending money in the mornings and after school. 
We'll talk it over this evening.” Immediately we 
were all attention and began bombarding him with 
questions. Before we realized it he had sold us a 
daily job at a price that never would build spend- 
thrifts. 

Now the arousing of interest is the second step 
in every sale. The approach is largely a matter of 
your appearance, how you act and what you do or 
say. It concerns the other fellow only in results. 
When it comes to arousing interest, however, the cus- 
tomer begins to get into the lime light. You get your 
cue from his answers to the question you ask in your 
approach. From then on you must play up to his 
individual likes or dislikes. Unless the second step 
is well handled there can be no sale. Gaining the 
customer’s confidence is a big factor in arousing his 
interest, and that is usually accomplished by showing 
a real knowledge of the article you wish to sell. You 
must know what you are talking about and must 
present your knowledge in an interesting way. Any 
misstatements or exaggerations are fatal. Enthusiasm 
and an interesting display of facts are absolutely 


necessary. Usually the arousing of interest consists 


Aow bo Crouse. the. Customer’s Interest 





of introducing the article and mentioning its principal 
points of interest. These points. are enlarged upon 
later in creating a desire to own the article. 

Suppose that in answer to your question “what can 
I show you foday?” the customer answers: “Well, 
I don’t know that I want to buy anything. I’ve been 
getting my fishing tackle in shape and just thought 
I’d look around a little.” Your come-back should be 
something like this: “I am glad you came in because 
we have a very complete line of tackle that I would 
like to have you look over. By the way, you know 
what a nuisance it is to have your line back-lash when 
you are casting. Well, we have a new anti-back-lash 
reel that does away with that trouble and makes cast- 
ing a‘pleasure. A lot of the best fishermen in this 
locality use it. It is a level winding reel with a num- 
ber of advantages over the ordinary type, including 
a line carrier that winds the line evenly on the spool. 
The big feature of this reel, however, is that it is 
made in such a way as to absolutely prevent any 
back-lash when casting. I’d like to have you look at 
it and tell me what you think of it.” 

As you say this you lead the customer to the 
tackle section and take out the reel in question. A 
talk along these lines is usually sufficient to awaken 
the customer’s interest and make him curious to know 
more about the article you wish to sell. You are then 
ready for the next step, which is to build up in him 
a desire to own the article you are showing. We will 


go into that phase of selling in the next article. 
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dollar wheat?” asked the City Man at the board- 
ing house breakfast table the other morning. 


” 


« 


~~. Spree 


“Looks to me like some more propaganda,” said the 


Cynic. “I see they’re trying to put across the slogan, 
‘Eat More Wheat.’”’ 


“A little of that propaganda wouldn’t do any harm 
in this house,” put in the Fat Boarder. “An eat more 
wheat campaign here might stimulate interest in more 
and better home-made bread, pies and cakes. Yes sir!” 
he declared, “I’m strong for it.” 


“What’s the real low down on this proposition, Pro- 
fessor?” asked the City Man. 


“My friends,” said the Professor, “this is a far more 
serious matter than you realize. The farmers in the 
wheat belt, heavily burdened with debts, have raised 
bumper crops. By selling their crops at a fair price they 
would make a justly earned profit. 


“But now that they are ready to sell, the market price 
has dropped, the supply is greater than the demand, 
and many of them will probably be forced to sell at a 
loss.” 


“What’s the cure-all?” asked the City Man. 


“In the first place,” said the Professor, “there is 
probably too much wheat raised. There should be more 
crop diversity. And in the second place there should 
be a more intelligent effort made, by farmers and dis- 
tributors, to simplify marketing conditions and to mini- 
mize as much as possible the influence of the specu- 
lative elements in the market. 





“The farmer naturally feels as though everything 
were against him, after he has fertilized, plowed, 
planted, cultivated and harvested his crop and then 
loses money. All of his work has apparently been for 
nothing.” 








“Oh, no,” interrupted the Cynic, “he has the gratifica- 
tion that comes from accomplishment, as well as the 
satisfaction of knowing that he has helped supply the 
world with the staff of life.” 
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“If you will pardon me for saying so,” said the Pro- \ PX 
fessor, “you represent, in a sense, the core of the 
) trouble.” 


“The what?” asked the Fat Boarder. 


“The selfish, destructive indifference of the average 
man, that will destroy America and democracy and all 
human freedom,” asserted the Professor. 


“As a nation,” he continued, “we boast of our size, of 
our enormous population, of our variety of interests 
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and of our multiplicity of activities. And I venture to ; VE iy 
say,” he added, “that our overindulgence in pride of . hs ae 
size and of variety will be one of the basic causes for = % . 
our fall as a nation. We are too big and our interests 4, ae Sa / 
are too varied and complicated for national unity and ‘ Wt ey 1, Th 
security. Ais Vy u ¥ 
m4 Jers A) BAL ee 
“The tragedy of the wheat farmer in the West is NT TH rie Tua | 
not even sensed or understood in the East except by He, EUGRE He BT ek 
a few. ‘eauen Barmy it WF ; 
\ Bites) sf 
“The average man,” he declared, “doesn’t even want i aie A Bu 
to understand it. He is so concerned about his own TH BM i ee 
belly, his own petty business and his own amusements al), it ei ee 
that he hasn’t got common sense enough left to see that 4 Va 6 
when the farmer in the West is hurt, everything that eatin Ge ala we tay 
he buys or sells or wants in the East is affected sooner Feige ai ie tH 
or later. ee a ia 8 3 
ae ci e Gig oe ae 
“Bah,” ejaculated the Professor, rising from the meiis tia \ 
table, “the intelligence of the average man would be { AN 1s me 
invisible, under the microscope, upon a pin head!” : a a) By 14 fat 
“Some grouch,” said the Fat Boarder, after the Pro- ; 2) re ia 
fessor had left. ‘“What’s he see in getting all het up ‘ie ime 


over nothing for?” 


“Never mind,” said the City Man, “if we’d all take 

~ alittle more interest, and get a little more het up about 

a lot of these things like wheat and railroads and coal 

mines there wouldn't be so damn much trouble all 
the time.” 

—Charles Downes. 
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Don't “Trust’—Know. Maybe the Credit Cus- 
tomer Is Judgment Proof, and the Old Farm 
in His Wife’s Name 


BY E. P. BEEBE 





Address 
Occupation 
ee 
Amount of Credit 
Date of Payment 
Other Accounts 
References 








ACCOUNTS 








HE average merchant would 

laugh if you told him he was 

a banker. He would tell you 
his business was entirely merchan- 
dising, buying and selling goods. 

But the fact remains that when 
you sell hardware to your customer, 
and give him time in which to pay, 
you are practically lending him that 
much of your capital and without in- 
terest. 

So when you send out a few hun- 
dred dollars of merchandise to be 
paid for in 60 or 90 days the pay- 
ment of the account ought to be 
practically assured. You’ should 
satisfy yourself of the customer’s 
ability to pay. One way to do this 
is to have him fill in a statement, 
as shown on this page. 

Looks pretty stiff, doesn’t it? But 
you had to go through the thirty- 
third degree with the jobber and 
banker. Few honest men asking 
credit for the first time will object to 
filling in a statement like this. 

If the account is not paid at due 
date and the statement is false in 
any particular, the debtor has made 
a fraudulent statement, and some- 
times that is an excellent club to hold 
over his head. A fraudulent state- 
ment, sent by mail, becomes in the 
eyes of our Federal courts a serious 
offense. 

One hardware man handling large 
rural credits frequently takes a note 
for the amount of credit granted. 
The note dees not draw interest 
until the agreed date of payment is 
reached. Credit is given only up to 


the face of the note. Judgment can 
be obtained much quicker on a note 
than on an open account. There can 
be no quibbling over price or quality 
or claim for shortage or failure of 
delivery. A note is absolute proof 
of the indebtedness. 

Bradstreet’s group the causes of 
failures due to faults of those fail- 
ing under eight groups. The first 
four of these are: 

Incompetence 

Inexperience 

Lack of capital 

Unwise credits. 

The second four are as follows: 

Speculative (outside regular 
business) 

Neglect of business (due to 
doubtful habits) 

Personal extravagance 

Fraudulent disposition of prop- 
erty. 

The first two, incompetence and 
inexperience, are second cousins. I 
am inclined to believe that lack of 
knowledge, lack of proper informa- 
tion regarding the status of the 
business—guess work—makes up a 
large percentage of these two lead- 
ing causes of mercantile disasters. 
Few men engage in business about 
which they have no knowledge or 
liking. Some end of the game is 
familiar to them. But when the 
knowledge, the practical experience, 
is limited to only one phase, then 
proper accounting and credit meth- 
ods are absolutely necessary. 

Unwise credits comes fourth on 
the statistician’s list. Is not this 


This statement is made for the 
purpose of obtaining credit. 





due to the lack of backbone on the 
part of the retailer? Anxious to 
make the sale to obtain new cus- 
tomers, he grants credit without ask- 
ing for reference, fearful perhaps of 
giving offense. 

Unpaid accounts receivable, cus- 
tomers’ accounts you cannot collect, 
will not pay your past due bills or 
take up your bank loan. 

Incompetence, inexperience and lack 
of capital caused 74.1 per cent of 
failures in 1919. This figure showed 
a decrease in 1922 of nearly 5 per 
cent. In the same year 3.7 per cent 
of all failures were occasioned by 
fraudulent practices, it being the 
lowest percentage in Bradstreet’s 
history of failures. A_ splendid 
showing for which better credit 
methods are largely responsible. 

And right here, Mr. Retailer, take 
a leaf out of the Credit Man’s Daily 
Diary. Follow the example set by 
wielders of the blue pencil in banks, 
jobbing houses and manufacturing 
plants. Get a true slant on the moral 
standing and financial responsibility 
of credit customers. Don’t “trust 
him” and then find out he is judg- 
ment proof—the house or farm is in 
his wife’s name. Don’t “trust” and 
when it is too late find he owes every- 
body in town and he-won’t and can- 
not pay, or skips town leaving his 
creditors to mourn. 

Cooperate with your neighborhood 
merchants in securing and exchang- 
ing credit information. Make it 
hard for Mr. Neverpay to obtain 
credit. 
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My First Sales Manager 


HIS little essay, I want to tell you, is about my 
[iret experience with real sales managing. 

I was unexpectedly shot out on the road at a 
tender age as a “kid” salesman to cover the territory 
of one of our old men who was at home ill. The re- 
tired salesman of mature years who was in charge 
of the house sales handed me some other salesman’s 
battered pricebook and a very much worn and frazzled 
line of cutlery samples. He told me to report to the 
sick salesman and take instructions from him. My 
experience on the territory of that sick salesman is 
a complete story in itself. I may tell it at some future 
date. 

The point here is simply that for two years I wan- 
dered around several territories in an aimless sort 
of way, writing down orders when merchants insisted 
on my doing so. When I made my visits to the house 
this officer of the company, who was supposed to be 
a Sales Manager, would greet me cordially and in- 
quire: “Well, how is business?” Even as a kid it 
seemed to me it was his business to know how business 
was! Then he would say: “Go around to the different 
buyers and post up. Before you go out I want to 
see you again.” Then I wandered around among the 
buyers and most of the time was put off until the 
buyer had time to talk to me and he never seemed to 
have the time! So I spent most of my time talking 
to my old friends among the boys in the stock depart- 
ments and our conversation was more about girls than 
about hardware. Then when the time came for me to 
leave I would report to the “Sales Manager” and he 
would tell me some very amusing stories about his 
own experiences out West when he was a salesman. 
Then he would pat me on the back, tell me to be care- 
ful and not get run over or to give his kindest regards 
to some customer he knew—and I would wander forth 
to sell goods. As a matter of fact, I had wasted about 
one week’s valuable time in the house— 

BUT—this kind-hearted Sales Manager happened to 
fall dead on his vacation and there was a general 
shake-up in the house. One of our most successful 
salesmen in the South was brought into the house and 
put in charge of the Sporting Goods Department. I 
will never forget when I came in on my summer visit 
to the house that year how this gentleman took me 
into a private office on the second floor, closed the 
door and sat down with me at a flat-topped table. 
In front of us on the table was a nicely-bound sport- 
ing goods section of our general hardware catalogue. 
Around the room were guns, fishing tackle and a mis- 
cellaneous lot of sporting goods samples. When I 
took my seat beside him at a table this gentleman 
very quietly remarked that we would first go through 
the sporting goods catalogue and talk over our line 
of goods. He made it plain that it was his desire to 
assist me by giving me any information or prices that 
were necessary to help me sell these goods. He did 
not tell me any stories about his past life. He did 
not indulge in any gossip about his associates in the 
business. He got right down to fish hooks and in that 
quiet talk with him I learned more about sporting 
goods than I had ever dreamed of before. He drew 


me out. He asked me to tell him where I had trouble 
in selling the line. He asked me questions about cer- 
tain items. When I frankly admitted my complete 
ignorance, he did not jump on me but quietly ex- 
plained about the goods. Now and then he would 
get up from the table, select a sample and illustrate 
his talk with the sample, but I must not forget that 
his first question when he sat down was: “Where is 
your notebook?” I did not have any notebook and 
had never indulged in such a luxury, so he pulled out 
a drawer in the desk where I saw a number of note- 
books. He supplied me with one and he also suggested 
that I write my name and address on the front cover 
so it would be returned in case I lost it. Then he 
would say: “Don’t you think you had better make a 
note of this? You may forget with all the things you 
have to sell.” When we had finished the catalogue, 
turning through it page by page, he got up and took 
me through our lines of shot-guns. He explained 
every detail of a gun to me. For the first time I 
learned about matted ribs, laminated and Damascus 
barrels, how one was different from the other and how 
barrels were made; also about back action and bar 
locks, patent fore ends and pistol grips. He told me 
all about the cheapest guns as well as the most expen- 
sive and illustrated how I should start an order for 
guns by calling attention not to the high-priced ones 
but to the staple sellers of that day. He told me to 
call the attention of the dealers to the average of our 
prices and to the completeness of our line. Of course 
he warned me that certain other houses made leaders 
and cut prices on one or two guns with the idea of 
selling the rest of the line at higher prices. I spent 
the entire afternoon with this sporting goods depart- 
ment manager. When darkness came we postponed 
the rest of our talk until the next day. I was tre- 
mendously interested. I was hungry for knowledge. 

Now what happened? On my next trip I was prac- 
tically a sporting goods salesman. You can put it 
down as an axiom that a salesman will sell the goods 
he knows about. When he is posted he has confidence 
in himself. Even my customers noted the change in 
me. Instead of simply accepting what I found on 
their want books I started in repeating to them just 
as closely as I could remember, and with the aid of my 
notebook, what this expert sporting goods man had 
told me. I not only found that I could do a surpris- 
ingly large business on sporting goods, but I opened 
a number of new accounts I had never sold before by 
starting with this line. Afterwards they bought hard- 
ware, cutlery and other lines from me. 

I can say with modesty that I have had some suc- 
cess as a salesman and my success dates from the 
instructions I received from this, the first: real Sales 
Manager with whom I had come in contact. 

I think the moral of this story is obvious. A Sales 
Manager, and in the retail store the merchant is a 
sales manager, above all things should be a good 
teacher and also please note what is very important— 
he should have his duties so arranged that he has the 
time to teach a salesman. 


“The Sales Manager.” 
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A Bright Idea for Light 
Bulbs 


B. RAYL CO., Detroit, Mich., 
e uses this electric light bulb 
rack as a permanent window fixture. 
It is a good rack for placing in front 
of a square pillar should your win- 
dow have such incumbrance. It is 
equally as efficient on a sales coun- 
ter. If desired, longer supports 
could be used and the rack placed on 
the sales floor. 

The old reliable 1-in. pipe with 
base sockets, T unions and elbows 
make this rack. It accommodates 
eight lamps of varying size and 
style. Each bulb is fitted into a 
conduit socket threaded to fit the 
pipe length. The bulbs are wired in 
series through the hollow of the 
pipe. 

The T. B. Rayl Co. keep these 
bulbs lighted most of the time. It 
has been a good sales suggestion to 
those who pass the window. Should 
there be a square pillar to the rear 
a window card quoting prices might 
be used advantageously. 


If the rack is to be used in the 
window and the bulbs lighted it will 
be advisable to use the smaller ca- 
pacity bulbs, as the large lamps will 
add greatly to the monthly light bill. 

When the rack is used inside the 
bulbs can be partly unscrewed. 
Should a customer be interested in 
any particular bulb a half turn will 
make the necessary contact to illu- 
minate the desired lamp. 

This rack may be made larger or 
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smaller if desired. The _ sketch 
shows the details of construction. 
The base sockets may be screwed to 
a wooden base, making it a portable 
rack. A push plug on the free end 
of the wire may be plugged into any 
convenient light socket. 
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TO Le ces 


Speaking of Prices— 


wana 


OUR heading to an article on page 71, issue of July 12, entitled 

“Manufacturers Talking Higher Prices,” has caused me to do a 
little two-finger typewriting on the subject of prices. Just after you 
left our convention, a resolution taking a rap at manufacturers for 
raising prices was offered, and was passed 100 per cent. 

The manufacturers, through their representatives, pass the buck 
to the unions and say they are helpless. 

Now prunes, our principal product in this country, are selling at 
lower prices than in 1914. Potatoes closed the season at 50 cents per 
100 lb. Wheat is around 1914 prices, eggs are nearly as bad, and in 
fact nearly all the farm products out here are almost down to the 
1914 level. 

The halt in the price declines which came early in 1922 were a 
surprise, but were excusable under the circumstances. But the con- 
tinued price raises since then have been nothing short of a crime 
and the manufacturers should be made to see their folly. 

If they could see the threatened buyers’ strike as plainly as they 
can see threats of the unions they would display a little backbone 
and tell the unions where to head in at, even at the expense of a shut- 
down, and this would give a chance for everyone to do a little 
thinking. 

The absolute necessity for some new buildings gave a show of 
prosperity in the East, but travelers say that as soon as they pass 
Kansas City it ceases. You no doubt know of the conditions in your 
old stamping grounds, that a large percentage of the farms in Mon- 
tana are abandoned. Tell your friends, the manufacturers,‘to have a 
look around and think twice. 


Pe 
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Guy Bennett, 
Bennett Hardware Co., 
Vancouver, Wash. 
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Fordney-McCumber Tariff Law Sharply 
Checks Cutlery Imports 


61 


Recent Imports of Razors and Parts Decline Ninety 
Per Cent—Our General Trade with Germany 





WASHINGTON, D. C., July 30, 1923. 

MPORTS of cutlery have been 
| sharply checked by the Fordney- 

McCumber tariff law. This fact 
has been made increasingly apparent 
as the import returns, long delayed, 
have slowly reached the Department 
of Commerce. 

The figures for May, just made avail- 
able, are very interesting and show 
some significant tendencies in average 
unit values. 

The cutlery schedule of the new tariff 
law was drafted in a spirit of the 
utmost frankness. No schedule of the 
entire statute was more freely dis- 
cussed in both House and Senate, and 
in no other instance were the majority 
leaders so nearly a unit in demanding 


that the duties be put high enough to’ 


give the domestic industry full protec- 
tion and to put a severe check upon 
importations, especially those from 
Germany. 


Warned Against High Rates 


At the same time certain majority 
leaders warned their colleagues that 
the rates of the cutlery schedule were 
being boosted beyond reason, and the 
prediction was made that American 
jobbers, retailers and consumers would 
have cause to regret the action of Con- 
gress. The warning was heeded—to 
some extent, at least—for the Confer- 
ence Committee scaled down some of 
the high rates, and the schedule as 
finally enacted represented substantial 
concessions from the maximum figures 
written into the bill at various stages 
in its progress. 

Imports of cutlery in May of the 
present year show a tremendous shrink- 
age as compared with the correspond- 
Ing month of 1922. All the classes 
specified show heavy reductions, but the 
Item of razors and parts of appears to 
have been more significantly influenced 
by the high duties of the new law. 

In May, 1922, we imported 2,593,812 
Tazors and parts with a total valua- 
tion of $69,540, or an average of 2.2 
cents per piece. In May of the present 
year these imports declined to less than 
10 per cent of the receipts of the corre- 
Sponding month a year ago, the total 





Shows Steady Growth 
By W. L. CROUNSE 


being 235,983 pieces, valued at $14,095, 
or an average of 6 cents per piece. 


A Partial Explanation 


The increase in the average unit value 
suggests the possibility that a larger 
percentage of parts of razors, as com- 
pared with the finished article, were 
imported in May of last year than in 
the corresponding month of 1923. It 
is understood, however, that the for- 
eign price of both razors and parts 
was substantially higher in May this 
year than in the same month a year 
ago. 

The total imports of shears, scissors 
and clippers in May, 1922, amounted to 
773,580 pieces, valued at $75,430, or 
a little less than 10 cents per piece. 
In May of this year the quantity im- 
ported declined to 174,579 pieces, val- 
ued at $21,373, or an average of 12 
cents per unit. 

It will thus be seen that, while there 
was a substantial increase in the value 
per unit of the scissors, shears and 
clippers imported in May of this year, 
there was a decrease in quantity of 
approximately 80 per cent. 

In the case of pen, pocket and other 
folding blade knives, the total imported 
in May, 1922, aggregated 1,097,580 
pieces, valued at $93,365, or 8.5 cents 
per piece. For the same month of 1923 
the total imports were but 439,771 
pieces, valued at $36,165, or a unit 
value of 8.2 cents per piece. 


Imports of Pocket Knives Slump 


In this class there was a decline of 
more than 60 per cent in the total quan- 
tity imported and a small shrinkage in 
the value per piece. 

The figures compiled by the Bureau 
of Foreign and Domestic Commerce, 
showing the imports of cutlery for 
the eleven months ending May, 1923, 
included, of course, nearly three months 
of importations under the Underwood- 
Simmonds tariff law, inasmuch as the 
new duty did not take effect until Sep- 
tember, 1921. As these statistics cover 
eight months under the new tariff, how- 
ever, the totals are interesting and 
highly significant. 

The imports of razors and parts of 








for the eleven months ending May, 1923, 
amounted to 8,918,076 pieces, valued 
at $509,791. For the same period of 
1923 the imports aggregated no less 
than 19,815,201 pieces, while the total 
value fell to $445,529. 

To grasp the true significance of 
these figures the fact must be borne 
in mind that there were large antici- 
patory imports of razors and parts of 
during the three months before the 
Fordney-McCumber tariff law took ef- 
fect. In addition, however, the unit 
value of the imports has been very 
small during the past year, and the 
ratio of parts to finished razors has 
been proportionately higher. 


Unit Value Is Higher 


The imports of scissors, shears and 
clippers for the eleven months ending 
May, 1922, aggregated 7,807,896 pieces, 
valued at $782,030. For the corre- 
sponding period of 1923 these imports 
aggregated 5,061,836 pieces, valued at 
$599,848. 

There was, therefore, a substantial 
decrease in the imports of scissors, 
shears and clippers for the eleven 
months, but there was an increase in 
the unit value from 10 cents to nearly 
12 cents. 

A similar showing is made by pen, 
pocket and other folding blade knives. 
The total value of this class exceeded 
that of either razors or scissors, shears 
and clippers. 

For the eleven months ending May, 
1922, 10,187,648 knives were imported, 
with a total value of $817,058. For 
the corresponding period of 1923 the 
imports declined to 8,109,860 knives, 
valued at $665,194. 

The bureau has not yet tabulated 
these imports so as to show countries 
of origin, but it is understood that the 
bulk of the lower priced goods came 
from Germany, while the better grades 
were imported from Great Britain. 


Our Trade with Germany Grows 


In this connection Dr. Julius Klein, 
director of the Bureau of Foreign and 
Domestic Commerce, calls attention to 
the steady increase in our trade with 
Germany noted during the past few 
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months. In a brief statement on this 
subject he says: 

“American trade with Germany is not 
so one-sided as it was a year ago. In- 
teresting and significant changes in 
our exports and imports with that coun- 
try are revealed by the figures com- 
piled by the Statistical Division of the 
Department of Commerce for the eleven 
months ending May 31, 1923. 

“Increased imports from Germany 
feature these returns. During these 
eleven months we exported to Germany 
$274,000,000 worth of goods and re- 
ceived in return goods to the value 
of $130,000,000. While our exports to 
Germany declined 17 per cent, as com- 
pared with the same eleven months in 
the previous year, our imports increased 
by 50 per cent. 


Trade Balance Favors Uncle Sam 


“The United States is exporting to 
Germany about twice as much in value 
as we receive in imports. A year ago 
we were exporting four times as much 
in value. Probably the depreciation 
of the German mark has had the effect 
of stimulating German exports, while 
the decline in German demand for 
American goods would seem to indi- 
cate a fall in Germany’s purchasing 
power rather than a preference for 
other goods in the German market. 

“Nothwithstanding the great increase 
in imports from Germany during the 
last year, we are still importing 20 per 
cent less in value from Germany than 
we were before the war, while the 
quantity of goods is probably not more 
than half. Our exports to Germany 
are now much less in quantity ow- 
ing to the general rise in prices. 

“Thus in pre-war years Germany sold 
us 55 per cent as much as it purchased. 
Now it is selling a little less than 50 
per cent, 

“During these past eleven months 
only 3 per cent of our total imports 
came from Germany, as compared with 
10 per cent in 1914, while 7.5 per cent 
of our exports went to Germany, as 
compared with 14.3 per cent in 1914. 
These figures all indicate that, while 
our relations with Germany are becom- 
ing more nearly normal, the total vol- 
ume of American business with that 
country is much less important than in 
former years.” 


Germany’s Iron and Steel Industry 


In view of the world-wide attention 
now being drawn to the German in- 
dustries, especially those in the occu- 
pied regions of the Ruhr, a report upon 
the German foreign steel trade in 1923, 
prepared in the Iron and Steel Division 
of the Bureau of Foreign and Domestic 
Commerce, is of especial interest. The 
shifting of the German trade balance 
in iron and steel from an excess of im- 
ports in the latter part of 1922 to an 
export excess in the first quarter of 
1923 is due largely to the reduction of 
imports that took place subsequent to 
the French occupation of the Ruhr. The 
slackening of activity in the German 
steel centers that accompanied the dis- 
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location of the Ruhr was anticipated by 
iron importers. 

The German official trade returns 
for February indicated a tremendous 
slump in the quantity of foreign iron 
and steel that vas being brought into 
the country for the consumption of 
rolling mills and the manufacture of 
finished products. Imports of pig iron, 
ferro-alloys, scrap and _ semi-finished 
steel dropped from 163,807 metric tons 
in January to 45,087 tons in February, 
and 57,882 tons in March. The total 
receipts of those iron and steel prod- 
ucts, which are more nearly compar- 
able with the articles as reported in 
the United States import schedule, from 
January to March, 1928, amounted to 
493,901 metric tons. 


Domestic Supplies Cut Off 


The occupation of the Ruhr, with 
its commercial entanglements § and 
transportation difficulties, was a final 
step in cutting off the domestic sup- 
ply of raw and semi-finished iron. The 
Ruhr embargo, together with the loss 
of Alsace-Lorraine and Polish Upper 
Silesia and the separation of the Saar 
Valley, has converted into a finishing 
industry the former practically self- 
contained German iron and steel works 
that before the war were virtually 
independent of foreign supplies. Now 
they find it necessary to seek foreign 
sources for most of their iron ore, pig 
iron, scrap and fuel. 

Considering the disadvantages experi- 
enced by exporters, business reached 
fairly large proportions for the first 
quarter of 1923, 500,899 metric tons of 
iron and steel having ‘been shipped 
abroad. This amount is only 10 per 
cent under the quarterly average for 
1922 and but 1 per cent under the ac- 
tual shipments during the first three 
months of 1922. 

That Germany can continue ship- 
ments of iron and steel at the rate 
accomplished for the first quarter of 
1923 seems very unlikely, unless con- 
ditions in the Ruhr are much improved. 
Even if the present rate were main- 
tained, the foreign trade for the en- 
tire year of 1923 would not equal that 
of 1922. Furthermore, there is little 
prospect of overcoming the difficulties 
which so severely hampered the in- 
dustry during the first part of this 
year. 

Costs Steadily Increasing 


German manufacturers complain of 
the steadily increasing costs. The 
prices of raw material for the furnace 
charges, and of coke and coking coal, 
as well as wages, have increased tre- 
mendously. 

A scarcity of scrap was a feature 
of the opening months of 1923. The 
German war supplies of scrap iron 
have become exhausted, and embargo 
restrictions placed by other countries 
on their own scrap supplies have hin- 
dered any additional purchasing out- 
side Germany. 

Coke shortage, increasing difficulty 
in obtaining working capital, labor con- 
ditions, the abandonment of the pref- 
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erential internal transportation and 
ocean freight rates for exports, heavier 
taxation, and the disfavor into which 
German firms have fallen among for. 
eign consumers because of uncertainty 
in the delivery of orders are factors 
that are harming the German export 
steel trade. It is becoming increasingly 
difficult for the German industry to 
compete in world markets. 

The high import tariffs on German 
goods, imposed by many countries, and 
other tariff restrictions are deplored 
by the German steel manufacturers, 
They also assert that the ability of 
the Belgians and French to make quicker 
deliveries is wielding: a detrimental in- 
fluence on their business. 


Interest in Price Maintenance Campaign 


Indications of a very live interest in 
the price maintenance issue that is cer- 
tain to come to the front early in the 
new Congress continues to reach Wash- 
ington from all parts of the country, 
Resolution favoring legislation of some 
kind legalizing contracts to maintain 
prices have been adopted by scores of 
business organizations in recent months, 
and it is a highly significant fact that 
in a great majority of cases the in- 
dorsement given is of the principle 
which underlies both of the pending 
bills rather than the bills themselves. 

This is indicative of an early agree- 
ment on the part of the House Commit- 
tee on Interstate and Foreign Com- 
merce upon the text of the measure 
to be voted upon. No pride of author- 
ship appears to be involved, the only 
essential now being urged upon Con- 
gress being the legalization of agree- 
ments, either written or implied, to 
protect the resale price of identified 
merchandise. 

There has been some feeling in Con- 
gress against the Federal Trade Com- 
mission, and in certain quarters this 
has prejudiced the Kelly-Stevens bill, 
which contains a provision giving the 
commission authority to supervise the 
recording of the price lists of price- 
protected lines of merchandise. On the 
other hand, there is a considerable con- 
tingent in Congress that favors some 
form of supervision of the price main- 
tenance system in the interest of the 
consumer, and with this contingent the 
Kelly-Stevens bill has been consider- 
ably stronger than the Merritt bill, 
which does not contain the supervisory 
feature. 


Attitude of Trade Associations 


A fair illustration of the attitude 
of national trade associations toward 
legislation legalizing price maintenance 
may be gathered from the following 
report of the legislative representative 
of the National Cigar Leaf Tobacco 
Association, presented at the associa- 
tion’s recent annual convention: 

“For more than ten years manufac- 
turers and merchants in many lines 
of enterprise have knocked at the doors 
of Congress in vain seeking legisla- 





(Continued on page 98) 
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ICHAEL JOHNSON, Esq., justice of the peace 
M and bookseller of Lichfield, England, escaped 

oblivion through just one circumstance. This 
circumstance was the fact, to which he attached no 
importance at the time, that he was the father of Dr. 
Samuel Johnson, scholar, essayist and conversa- 
tional stylist of the First Magnitude. Being father of 
aman who keeps the family name green and fragrant 
through the ages, while millions cease to be remem- 
bered in the dissolving centuries gone, makes Dad 
next of kin to the gods-lucky man! 

Being unable, because of tangled family finances, 
to pay the way of his son at Oxford, Michael Johnson 
invoked the aid of a sympathetic friend, who promised 
to provide the necessary funds. The promise thus 
made had one reservation—that Michael Johnson 
would furnish Samuel with clothing and board. The 
friend would take care of the tuition and special 
lecture fees only. 

With this stipulation, Samuel Johnson was formally 
inducted as a freshman in Pembroke College, Oxford, 
the idea being that through the collaboration of 
father and friend, the boy would finish the full uni- 
versity course and in due time justify the money and 
effort expended to make an educated man of him. 

With Samuel thus started on his career, the state- 
ment is made that Michael Johnson was the first to 


College Boys- 
A Hardware 
Man Who 
Used Them to 
Merchandise 
a New Product 
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fall down on the agreement solemnly indentured for 
the boy’s support. 

Michael Johnson neglected to provide his boy with 
shoes! 

@ Through the broken ends of those he had, Samuel 
Johnson’s toes protruded and he was made the butt 
and ridicule of his fellow students. 

Sympathizing with him in his distress, a fellow 
student, recognizing in Johnson a youth of more than 
ordinary merit, despite his unprepossessing appear- 
ance, secretly laid a new pair of shoes one morning 
outside Johnson’s lodging door. 

Keenly proud, notwithstanding his poverty, John- 
son threw the charity shoes out of the window—he 
would go barefoot first! 

@. In the hope that Dad would come through, Johnson 
contracted obligations for vital supplies from college 
tradesmen. 

Whether he couldn’t or just wouldn’t, Michael John- 
son failed to remit and Samuel, being without other 
sources of supply was unable to liquidate. 

Because of Michael Johnson’s failure to maintain 
his part of the pact as here described, the friend dis- 
continued his payments for mental nutrition fur- 
ished. Samuel Johnson’s last prop was now gone. 

Thus pressed and deserted by everybody on whom 
he had any claim for support, Samuel Johnson, by 
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common consent the most brilliant scholar on the rolls 
of Oxford, had to pack up and quit—no money, no 
eats, no instructions, no degree. 

Conditions have changed since Samuel Johnson— 
old Ursa Major—had to leave Oxford, because the 
folks at home failed to send remittances on schedule. 
@. Of old, when the money bags froze at home and the 
bins showed a paucity of corn, sonny had no other 
recourse but pack up and take to the long, lone trail; 
today when the ghost fails to walk, sonny stands pat 
and earns his keep by useful work. Thus the world 
evolves. 

All over the country in school and college towns 
you find ambitious students farming out their talents 
in spare time to merchants of vision. Many of them 
are backing up the small home check with tron dollars 
earned by selling washing machines, paint, sporting 
goods and other hardware. 

Pa may send his remittance or not, as he wishes 
—the boy is self-sustaining. 

Independent of friend and foe, his tuition at 
college and board is assured by his own hands. 
Lucky boy! 

“Most efficient and intelligent clerk we ever had,” 
said one of the owners of a hardware store. “Takes 
a genuine interest in his work—makes friends for the 
store—customers like to come back to have him wait 
on them.” 

Using college boys to assist in solving store mer- 
chandising problems is getting to be a habit—the boys 
are intelligent, quick, full of enthusiasm, on their toes, 
ambitious to do things, take pride in achieving, make 
good. 

With their aid merchants in many cities have done 
some unusual things in the last few years. 

When some of the “regulars” in the store faltered 
and stumbled, an S. O. S. sent to the employment 
bureau of a nearby college brought the doctor on the 
hurry up. We might cite some interesting cases they 
have “treated,” but we'll here just tell of one—the 
latest of which we have knowledge. 

Last spring a manufacturer’s representative ambled 
into a big city hardware store with a new item for 
the housefurnishings department—an item that would 
lessen the cares of the housewife and smooth the 
wrinkles on dad’s stomach. The manufacturer’s rep- 
resentative said the big department stores had turned 
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down the device—wouldn’t handle it. But the hard. 
ware man gave it a trial. 

When the new item arrived in stock, Mr. Merchant 
ordered it placed on display. For three days he kept 
close watch to see what would happen. Very few 
of them moved—the regular-clerks did not seem to 
have assimilated its selling points—could not give a 
demonstration to customers that had the right punch 
in it. The device came in two sizes, one selling at 
$4 and the other at $7. 

Convinced that if given the right selling talk the 
device would go over, the dealer sent for the manu- 
facturer’s representative. 

“This thing is not going,” said he to the repre- 
sentative. ‘Call up the employment bureau of Blank 
University and ask them to send down a few students, 
When the students come, drill them in a selling talk 
that will enable them to intelligently demonstrate 
your device. When they have absorbed the story to 
your satisfaction, place one student in our store. I'll 
wager my life he will stick your device over the hump 
and through the loops.” 

@. The idea was new to the manufacturer. He did 
as he was told. The college sent down four youths, 
vibrating with “pep,” eager to earn an honest dollar 
—four lads with no remittance from home, each mak- 
ing his own way through his own exertions, each 
willing to work his head off for the boon of an edu- 
cation, which so many other youths held so lightly. 


HE collegians—after learning the sales talk— 
TL were put to work in four different stores. In 
three weeks they sold $7,000 worth of the mer- 
chandise—just ate it up—sold out all the manufac- 
turer’s stock on hand! 
Out of the $7,000 worth of the devices sold, the 
four dealers earned $3,000 profit or thereabouts. 
The college boys did it—the Sam Johnsons of to- 
day, but now self-sustaining, self-confident, inde- 
pendent of remittances from home or a benefactor’s 
crutch. 
@ Hardware merchants with the psychic sense to 
see, the initiative to sense, the enterprise and en- 
thusiasm to roll up their sleeves and help manufac- 
turers solve their problems, are wise birds in a state 
of flux—the world hews a path to their door—it needs 
them. There are not enough of them. 
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placements, repairs, etc. 





Can You Answer This? 


6é E are doing a general retail lumber, hardware and build- 

ers’ supply business,’’ writes a correspondent, “‘and 
have under consideration the addition of a Re-hardware Depart- 
ment through which it would be our purpose to give our trade 
prompt and dependable service on all classes of hardware re- 


‘“‘We would like to hear, through the HARDWARE AGE, 
from any lumber and hardware dealers who are conducting 
such a department, as to the advantage, if any, they derived 
from it in connection with their regular business. 
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MAN was once eloquently de- 
scribing to a friend the Dance 
of the Seven Veils as witnessed 
by himself the night before at a 




















Stag Banquet. Waxing enthusiastic 
in his description, he told in pic- 
turesque and graphic language how, 
as the dance progresses, one veil 
after another was dropped. 

“And then,” said he, “the fifth 
veil was dropped, revealing in the 
soft ruby glow of the stage lights 
an arm of alabaster whiteness and 
as perfectly and symmetrically 
formed as that of a Greek goddess— 
and then as the dancer worked her- 
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self up into a frenzy of terpsichorean 
madness, the sixth veil was drop- 
ped—but,” turning to his listener, 
who was following him with wrapt 
attention, “do you follow me?” 

“Follow you!” replied his friend. 
“I’m ahead of you.” 

The progressive hardware 
chant, like the wrapt listener, thinks 
ahead. 

When the icy blasts of winter are 
whistling about the eaves, he is 
thinking ahead of the balmy spring 
and what it means to him in a hard- 
ware way. By the time spring has 


mer- 


_ arrived he is thinking about sum- 


mer, and filling his shelves with the 








stuff which will be called for a few 
weeks later. 

Right now—although the thermo- 
meter is probably registering some- 
where in the neighborhood of ninety 
or thereabouts—it is time to turn 
on the electric fan for comfort’s 
sake, and begin thinking hard of 
fall and winter business. 

But before he can stock up for fall 
and winter business, there is a lot 


of summer stuff on the _ shelves, 














4 


which like the Dancer’s Seventh Veil, 
must come off—if the dance is to be 
a howling success. 

And the way to get it off is via 
the August Clearance Sale. 

When the August sales begin early 
in the month, before September, 








SF 

















with its looms too prominently in the 
offing, its pulling is naturally 
greater than when held later. A 
person buying a summer article 
early in August sees many weeks 
of usefulness for it ahead, and the 
possibility of securing it at a lower 
price than would ordinarily be pos- 
sible appeals to him strongly. 
—D.J. Witherspoon. 
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Higher Costs Expected to Follow | Louisville Dealers 


Adoption of 8-Hour Day | 


FIRM PRICES SEEN 


Men Possibilities 
Steadier Market—Grace 


Hardware See 

of 
Explains Issues 

Hardware jobbers and retailers view 

the possibility of the 8-hour day being 

adopted in the steel industry as likely 


and it is generally conceded by hard- 
ware men that this will mean higher 


prices, temporarily, at least. They also | 


believe it will have a more certain and 
steadier effect on the market. 


Officials of the manufacturing sub- 
sidiaries of the United States Steel 
Corporation met in New York City, 
July 26, to make preliminary arrange- 
ments for putting the 8-hour day into 
force. It is pointed out that the chief 
problems involved in the change are the 
readjustment of wages and costs of 
production. Steel men also say that it 
will be difficult to get the additional 
workers required to maintain three 
shifts of 8 hours instead of two of 12 
hours as at present. 

No official statement was issued by 
the Corporation following the New 
York conference, but while it was being 
held Eugene G. Grace, president of the 


| Mr. 
| since Jan. 1 and will advance again, 





Bethiehem Steel Corporation, one of | 
the independents, made the following | 
statement on the subject: | 

“It is the biggest problem I have ever | 
encountered in the steel industry since 
I became connected with it,” said Mr. 
Grace. “It breaks down all the old | 
traditions. You can’t take a 12-hour 


| laborer who has been making $4.80 a 


day and ask him to work 8 hours for 
$3.20. Wages must be adjusted, either 


‘ _ Int | increasing the pay per hour, or the 
to become effective within a few months, | working out of an entirely new basis of 


pay in the industry. 

“About 25 per cent of Bethlehem 
workers are on the 12-hour day,” said 
Grace. Steel cost has advanced 


due to the elimination of the 12-hour 
day, he predicted. 

While the Bethlehem Corporation will 
make every effort to reduce the work- 
ing hours as promptly as possible, Mr. 
Grace said that the labor supply was 
still short and that he knew of no in- 
dustry that requires as much capital 
as steel to produce the finished product. 

“IT do not think that we are called 
upon to shut down our plants to reduce 
hours,” he concluded. 

Mr. Grace said that plans for making 
the change in the Bethlehem Corpora- 
tion were being worked out through 
conferences between subsidiary heads 
and representatives of the employees. 





Atkins Issues Booklet 
on Simplification 


E. C. Atkins & Co., manufacturer of 
saws, Indianapolis, Ind., has recently 
issued a booklet to hardware jobbers 
and retailers in which a simplification 
and elimination program as applied to 
its own products is outlined. The book- 
let states: 

“Standardization and elimination as 
applied to saws in the hardware line 
has been going on with us for some 
time. We have eliminated a_ great 
many saws which are not essential, 
saws that approximate other patterns, 
and as a result of this program gains 
are certain to accrue to all concerned, 
but in particular to the wholesaler, re- 
tailer and consumer. 

“Tt enables the buyer and seller to 
speak the same language, and it makes 
it possible to compel competitive sellers 
to do likewise. 

“It also makes for better quality of 
product through ability of manufac- 
turer to concentrate on better design 
and it lowers unit cost to the public by 
making mass production possible. 

“By simplifying the carrying of 
stocks, it makes deliveries quicker, and 
by concentgating on fewer saws it en- 
ables more thought and energy to be 
put into designs that will make them 
more efficient and economical.” 





Buys 
Works 


The Miniature Incandescent Lamp 
Corp., Newark, N. J., has recently ac- 
quired the assets, equipment and 
licenses of H. J. Jaeger Co., Wee- 
hawken, the Domestic Tungsten Lamp 
Mfg. Co., West New York, N. J., and 
the Advance Lamp Works of Chicago. 
The acquisition of the new plants are 
expected to greatly enlarge the com- 
pany’s production facilities. 


Miniature 3 Lamp 


Copper Exports Increasing 


The demand for copper for export, 
principally to France and Germany, is 
increasing, according to a recent state- 
ment by the Copper Export Associa- 
tion. Domestic sales, however, continue 
small. The quoted price is 14% cents, 
although some business is being done 
in small lots at 14% cents. 


“Philly” Firm Moves 


Charles M. Ghriskey’s Sons, builders’ 
hardware, Philadelphia, Pa., has re- 
cently taken over the building located 
at 504 Commerce Street. The move sub- 
stantially increases the company’s 





facilities. 


Organize New 
Association 


Albrecht, = Jr., 
New Body—Young 


Secretary 


Heads 


Gus 


After several years without a local 
hardware club or association, leaders in 
the State association recently called a 
meeting at the Seelbach Hotel, Louis- 
ville, Ky., at which the Louisville Hard- 
ware Club was formed. It is planned 
to hold a dinner, followed by a meet- 
ing, twice a month. 

About twenty-five members were 
present at the initial meeting, and it is 
claimed that many others stated that 
they would join at once, but were un- 
able to attend the opening meeting. At 
least fifty members are anticipated by 
the next meeting date. 

Gus Albrecht, Jr., of Albrecht & Sons 
Hardware Co., was elected president; 
Alvin E. Smith, vice-president, and K. 
H. Young, of the Cherokee Hardware 
Co., secretary-treasurer. 

Among other activities, the new club 
will have a credit rating bureau, and 
carry a card index file available to all 
members. The club will also, it is said, 
work out plans for cooperative buying 
in car lots of some items, that many 
of the individual dealers are not in posi- 
tion to individually buy in quantities. 

It has been several years since there 
was a good retailers’ organization at 
Louisville. The last one was composed 
of suburban dealers, who after a few 
meetings lost interest and failed to at- 
tend. The new body, with its dinners 
and some planned social activities, has 
hopes of becoming a real, working or- 
ganization. 

The local organization and the State 
association, known as the Kentucky 
Hardware & Implement Dealers’ Asso- 
ciation, will cooperate wherever possi- 
ble. Jim Stone, secretary of the State 
association, now has his home and 
offices in Louisville, and will assist the 
new club members in keeping things 
going. 

Mr. Stone stated that there would be 
a meeting of the executive committee of 
the State association, during State Fair 
week, in Louisville, during the week of 
Sept. 10. The State body will also have 
a membership drive in August, at which 
time membership will be offered for the 
balance of this year and through 1924, 
at the price of a year’s membership. 


Morrison Buys Retail Store 


J. J. Morrison, Millers Falls, Mass., 
has purchased and is conducting a re- 
tail hardware store at 431 White Street, 
Springfield, Mass. 
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Jobbers and Mfgrs. | 
Convention Dates 
Set 


October 15 to 19 Chosen— 
Atlantic City to Be 
G. H. Q. 


The American Hardware Manufac- 
turers Association and the National 
Hardware Association of the United 
States will hold their annual joint con- 
vention Oct. 15 to 19, at Atlantic City, 
N. J. In conjunction with the jobbers’ 
convention, the sixth annual meeting 
and exhibition of the automobile acces- 
sories branch of the National Hardware 
Association will be held at the Hotel 
Shelburne. 

T. James Fernley, secretary-treas- 
urer of the Jobbers Association, in 
speaking about the accessories exhibi- 
tion, said: 

“Arrangements have been made with 
the Shelburne, in view of the fact that 
a large majority of our members ex- 
pressed the thought that holding the ex- 
hibition of the accessories branch at 
the same time and place as the con- 
vention of the general association was 
an excellent arrangement, but a num- 
ber suggested the headquarters of the 
accessories branch be nearer those of 
the general convention than they were 
last year. 

“The Shelburne is only one-half a 
square from the Marlborough-Blen- 
heim, and we are quite certain the ar- 
rangements which have been made will 
meet with hearty approval.” 

The regular sessions of the two con- 
ventions will be held at the Marlbor- 
ough-Blenheim as formerly. The open- 
ing joint session will be called to order 
by F. A. Heitmann, president of the 
National Hardware Association, Tues- 
day evening, Oct. 17. The accessories 
meeting will be opened Monday morn- 
ing, Oct. 15. 

F. D. Mitchell, secretary-treasurer 
of the American Hardware Manufac- 
turers Association, says that the busi- 
ness program of the manufacturers’ 
convention this year will include meet- 
ings of industrial groups and a number 
of other special features. 


Firm Elects New 
Offrcers 


John M. Gray, Jr., was elected presi- 
dent of Gray & Dudley Co., Nashville, 
Tenn., at a recent meeting of the stock- 
holders. Mr. Gray succeeds R. M. Dud- 
ley, who was made chairman of the 
board of directors. : 

Other officers elected are: Will C. 
Pollard, vice-president; Houston Dud- 
ley, secretary; J. T. Jenkins, treasurer; 


Nashville 





H. T. Hill, assistant treasurer, and W. 
A. Griswold, superintendent. 





OF THE TRADE 


Shafer Mfg. Co. Reorganized; 
Taken Over by Kelly Co. 


The Kelly Mfg. Co., 4200 West Adams | 
Street, Chicago, has recently taken over | 


the business of the Shafer Mfg. Co., 
formerly of Toledo, Ohio, with a fac- 
tory located at Leipsic, Ohio. This com- 
pany was the maker of an indoor closet 
having a patented feature and known 


as the Shafer Ventilated Chemical In- | 


door Closet. The Shafer Co. was or- 
ganized fifteen years ago. 

The Kelly Co. is a reorganization of 
the Shafer Co., the old management 
(with the sole exception of the presi- 
dent, John A. Kelly) being eliminated. 

The business is now housed in a 
modern, fully equipped plant, located at 
Chicago, and is planning to actively 
develop business through hardware 
channels. The original patents, cover- 
ing the exclusive features of the Shafer 
Ventilated Chemical Indoor Closet, are 
handled by the Kelly Co., and their 
product is being manufactured under 
these patents, with the addition of some 
very advanced improvements. 





Woodland Joins Remington 


Arthur J. Woodland, who has been 
connected with the cutlery department 
of Farwell-Ozmun, Minneapolis, Minn., 
for the past 24 years, has been ap- 
pointed special cutlery representative 
by the Remington Arms Co., with head- 
quarters at 611 Plymouth Building, 
Minneapolis, Minn. He will work in 
cooperation with H. R. Patterson, dis- 
trict sales manager for the Minne- 
apolis district. 


“Pittsburgh Plus’ 


Final Government 
Surplus Sales 
in Sept. 


Over $2,000,000,000 Sold 
by War Department 
Since 1919 


Final sales of surplus army stocks 
are to begin in September, according to 
a recent statement by the War Depart- 
ment. Since the year 1919, when the 
Office of the Director of Sales started 
the liquidation of surplus material, 
more than two and one-half billion dol- 
lars’ worth of merchandise has been dis- 
posed of. 

At the commencement of the Govern- 
ment sales it was generally predicted 
that they would prove a disastrous 
burden to private initiative and seri- 
ously interfere with the restoration of 
normal business conditions. 

Despite the great magnitude of the 
sales, however, no crisis has been par- 
ticipated, but instead, as a result of 
this enormous liquidation taxation pres- 
sure is said to have been easier. 


Hubbard Buys Cutaway 


Elmer S. Hubbard, as principal, has 
bought the plant, business and good 
will of the Cutaway Harrow Co., Hig- 
ganum, Conn., from the receivers of 








the Bateman & Companies, Inc., Gren- 
lock, N. J. 


’ Hearing Put Off 


—Will Open in December 


Hearings by the Federal Trade Com- 
mission at Washington on the “Pitts- 
burgh Plus” system of steel pricing 
have been postponed until Dec. 10, at 
the request of the Attorneys General 
of Illinois, Iowa, Minnesota and Wis- 
consin. 

“The ‘Pittsburgh plus’ system, used 
by the United States Steel Corpora- 
tion and most of its competitors,” says 
the New York World, “fixes the price 
of steel sold in the West at the price 
prevailing in Pittsburgn, plus freight 
rates to the point of delivery. 

“Consequently, it was charged in the 
complaint, brought to the Commission 
by independent steel companies, the 
freight charge from Pittsburgh should 
not enter into the price, which is now 
unfairly fixed and in restraint of trade. 

“This complaint was first brought 
April 26, 1921, and the final hearings 
were to begin next Aug. 6. However, 


the four Western States had begun in- | 


vestigations of their own into the Pitts- 
burgh plus system and asked for time 


| to submit their evidence. 

“As a result, it is declared that no 
final decision can now be reached until 
1925. There are already 18,000 typed 
pages of testimony on record, including 
the evidence of E. H. Gary, Charles M. 
Schwab and other leaders of the in- 
dustry. 

“The Steel Corporation has stoutly 
defended this system, insisting that the 
law of supply and demand regulates the 
Pittsburgh price of steel, and that it 
has not used the Pittsburgh plus scheme 
to discriminate in favor of certain in- 
terests to the disadvantage of competi- 
tive steel manufacturers, as has been 
charged. 

“There is a strong possibility that 
the case may be carried to Congress, 
especially in view of the additional de- 
lay. Farm bloc members are fighting 
the practice, and some Southern and 
Western members say their territory 
would receive more favorable prices on 
| deliveries from Gary and Birmingham 
| if the practice were ruled out.” 
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Dealers’ Jobbing Co. 
Liquidating 


Central States Hardware Closes; 
All Obligations Will Be 
Met in Full 


The Central States Hardware Co., 62 
East Lake Street, Chicago, Ill., closed 
business July 9. Statements have been 
issued to dealer-owners that all obli- 
gations would be met in full. Liquida- 
tion has been progressing rapidly. 

This company was organized in 1919 


by the hardware dealers of the Central | 
Charles T. Woodward, Carlin- | 
ville, Ill., was the first president, and | 
all. stock was paid for by hardware | 
The concern was organized as | 
a dealer owned hardware jobbing house. | 


States. 


dealers. 


The reasons for closing, as stated in 


HARDWARE AGE last week, were said to | 
be the inability of the organization to | 


secure enough additional members to 


build the undertaking into a profitable | 
Because of the business con- | 
ditions during the past year and the | 


business. 


keen competition in the Middle West, 


the Board of Directors of the company | 
| of the New Chemical Co., has recently | 
It has been stated by several of the 


decided to liquidate the business. 


stockholding dealers that practically all 
obligations have been settled, and it is 
thought that very little money, if any, 
will be lost by the dealers who pur- 
chased stock. 


PHEW-ITS HOT— 

THIS KIND OF 
WEATHER CERTAINLY 
PUTS BUSINESS 
ON THE BLINK 


TT] 


a 


p 
h 


| sales contest conducted by the company. 
| The other delegates were executives of 
| the Apex company and of the various 


HARDWARE AGE 


Ex-Secretary Baker Talks to | 
Apex Dealers | 


An address by Former Secretary of | 
War Newton D. Baker was the princi- 
pal feature of the tenth year conven- 


| tion of the Apex Electrical Mfg. Co., | 
| held at Cleveland, July 2-4. More than | 
| 1000 delegates from all parts of the | 
| United States and Canada were present | 
| at the convention. 


Four hundred of | 
these delegates were Apex-Rotarex re- | 


| tail salesmen and field managers who | 


had won the right to attend through 
their sales performances in a spring 


jobbers and distributors who handle | 
Apex-Rotarex appliances. 

A parade up Euclid Avenue was one 
of the features of the meeting, in which 
delegates dressed as cowboys and gold 
miners, was one of the features of the | 
meeting. Other features included the | 
witnessing of a ball game at the Amer- 
ican League baseball park and a the- 
ater party. 





Schlueter New York Agent for 
Ferdinand & Co. 


August Schlueter, formerly president 


become associated with L. W. Ferdinand 
& Co., manufacturers and importers of | 
glues, linoleum cements and marine | 
glues, 152 Kneeland Street, Boston, | 
Mass., as sales representative in the | 
New York City metropolitan district. 


WOW-IVEGOT AN \IDEA-T 
GOING TO USE THIS HOT 
WEATHER TO SELL 

SAVING APPLANCES- 
HA-HA-\F 1 DON'T 

FEEL UKE 

\TS A SAFE 

MY CUSTOMERS 

DONT ETHER, 


| chusetts. r 
| Ff. Marsena and Chester C., became as- 
sociated with their father. 
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OBITUARY 


Fred H. Butts 


Fred H. Butts, Butts & Ordway Co. 
heavy hardware, Boston, Mass., died at 
his home, Newton, Mass., July 14, fol- 
lowing a protracted illness due to heart 
trouble. Mr. Butts was one of the most 
widely known and respected men asso- 
ciated with the heavy hardware trade, 
having served as president, American 
Iron, Steel and Heavy Hardware Asso- 
ciation, and having been conspicuous 
in the affairs of the New England Iron 
and Hardware Association, as well as 
prominently identified in many activi- 
ties in the heavy hardware industry. 

He was born in Salem, Conn., sixty 
two years ago, and became interested 
in the iron and steel business some 
twenty years later. In 1888, Mr. Butts 
and Henry C. Ordway formed a part- 
nership under the firm name of Butts 
& Ordway. Mr. Ordway retired in 
1905, Mr. Butts assuming control and 
management. The business was then 
incorporated under the laws of Massa- 
Prior to the war, two sons, 


Both served 
in the war, and at its termination were 
made officers of the Butts & Ordway Co. 
Mr. Butts was actively associated with 
the affairs of the Newton Center Sav- 
ings Bank, and was a member of many 
associations and clubs. 

Funeral services were held July 16, 
at Newton Center, and were largely at- 
tended by representatives of the New 
England hardware trade and allied in- 
dustries. 





GOOD MORNING, MRS JONES “YESY T HOPE IT Cools 
INDEED, IT'S FRIGHTFULLY WARM-/ OFF-1 CAME 
THE PAPERS SAY WE'RE INFORA INTO LOOK AT 
A LONG- A WASH WB, 














CERTAINLY, BUT BEFORE YOU LOOK AT 
TUBS- TD LIKE TO SHOW YOU THIS 
ELECTRIC \ wor IT'S LABO! 








YOU WILL NEVER REGRET HAVING 
BOUGHT THE WASHING MACHINE, . 
MRS JONES— TWILL DELIVER 




















HOORAY: T ALWAYS DID 


WW ISNT AGRAND DAY 
FOR SELLING LABOR SAVING 
STUFF 
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An Advertising Campaign That Will 
Build Up Your Sports Goods Department 


Some Timely Suggestions for Cashing in on 


N July 12, 1923, 100,000 peo- 

QO ple assembled in an arena to 

watch two fighters fight it 

out. This was the greatest single 

tribute to fistic sport in the history 
of the world. 

From it the hardware dealer may 
learn this lesson: that Americans 
are sport lovers and that the market 
for sporting goods in this country is 
boundless. Given these two facts, all 
that is needed to harness them to 
business is the power of advertising. 

Consistent advertising, and by 
that we mean a steady use of sport 
goods ads every week, will build up 
sales in your sporting goods depart- 
ment beyond your fondest dream. 

And you will attract to your store 
men—men who are interested in the 
hundred and one items a hardware 
store has to offer. 





Fishing Tackle 
To Tackle All 
Kinds of Fish 


Our store is a real 
fisherman’s _ paradise. 
Rods, reels, bait, kits 
and every accessory 
you'll need for that ex- 
cursion after the finny 
tribe. 


We pride ourselves 
in maintaining a com- 
plete stock. Just pay 
us a visit and you'll see 
spread before you every 
item to make your trip 
a success. 


Brown Hdwe. Co. 
‘‘ The Sport. Goods Store’”’ 


When the fisherman reads this ad, he knows 
he will find what he wants in this store 








the Outdoor Season 
BY B. J. PARIS 


In other words, sport goods ad- 
vertising is good publicity for your 
store. Through it, you not only can 
build up a large and well-stocked 


“Play Ball” 


We have everything 
you need, bats, gloves, 
masks, balls, shoes, ete. 
We are ready to supply 
the individual or outfit 


a whole team. 


Look over our stock 
and get our prices be- 
fore going ahead. We 
carry a full stock of 
baseball supplies made 
by the leading manu- 
facturers. You can’t 
go wrong when you see 


us first. 


Brown Hdwe. Co. 
‘* The Sport Goods Store”’ 


Here’s an ad that will interest all the ama- 
teur baseball teams in your vicinity 


sporting goods department, but you 
will build up other lines having a 
special appeal to men. 

A sporting goods department is an 
ideal department in this way, for the 
hardware store is the natural ren- 
dezvous for a man and he feels more 
at home in your store than he does 
in a department store. 


Have the Goods and Service 


But the one big thing to be 
guarded against is an indifferent de- 
partment, poorly stocked and not 
prepared to meet the demands of the 
live sportsman. The best advertis- 
ing in the world will not help this 


kind of a department, and therefore 
do not begin to advertise sporting 
goods until you can offer the goods 
and service. 

The amount of sport goods and 
accessories purchased annually stag- 
gers the imagination and the live 
hardware man who devotes some 
energy and time to building up an 
attractive department will enjoy a 
wonderful turnover. 


Sport Goods Accessories 


Look well to your accessories. 
Don’t be afraid to add a line here 
and there—bathing suits, sweaters, 
etc. When a man comes in for a 
camp outfit or for fishing tackle, his 
mind is on sports and days in the 
open, and accessories that fall under 





MO 


(Continued on page 90) 


Tennis Courts 


and 


Summer Days 
are Calling! 


Nothing like a few 
sets of tennis to put one 
in trim shape. Let us 
help you enjoy the 
game by supplying you 
with reliable goods. 


Tennis racquets, 
balls, shoes, stretchers 
and all accessories. If 
you are a tennis fan, 
youll appreciate our 
complete and up-to-the- 
minute stock. 


Brown Hdwe. Co. 
‘‘ The Sport Goods Store”’ 





Cash in on the large number of tennis ad- 
herents with an ad like this 
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ROM Niagara Falls to the Redwoods in 

California, the automobile is today the 

monarch of the highway. Touring has 
become one of the most popular sports in 
America. As a result more people know more 
about their own country than they ever did 
before and the study of geography and road 
maps has become a national asset. 

The season for summer touring is drawing 
rapidly to a close and the approach of fall will 
perhaps reduce the number of tourists who 
journey long distances from home. But the 
number who will take day and week end outings 
in their cars will be just as large as ever and 
their needs will at the same time increase. 

Cooler days and colder nights necessitate 
heavier sport coats, robes, gauntlets, veils and 
a hundred and one odd things that motorists 
require and that the hardware merchant is able 
to supply. 

Within a few weeks we suggest that you put 
in a window display with a fall background, 
and that you feature in your window individual 
items and assortments of things such as vacuum 

bottles, flash lights, lap robes, gauntlets, and 
other articles that the motorist could use for 
his personal comfort. In the background there 
should, of course, be a tire with a weed chain. 
Jacks, spark plugs, tools of various kinds, wind 
shield cleaners and other similar items, should 
be prominently placed without crowding. 

Appropriate cards in the window may be used 
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to advantage emphasizing the approach of 
colder weather and the wisdom of being pre- 
ared so as to enjoy week end trips. 

A little advertising along this same line in 
the newspapers or by means of letters sent out 
to your regular mailing list will of course help 
to stimulate interest. 

At the same time it might not be a bad idea 
to have the store accessories buyer purchase 
some new auto accessories item and introduce 
it in your advertising and window displays as 
a new fall article of the latest style and pattern 
which you are offering a little in advance of the 
season to your regular customers. 

About this time of the year it is a good plan 
to take an inventory of your accessories stock, 
if you have not already done so. Take the 
articles that are slow sellers and offer them in 
assortments or individually, whichever is the 
more suitable, at special prices, either as a late 
summer closing sale or as an August accessories 
bargain. In your inventory you may find that 
many of your best selling items are short. If 
such is the case don’t attempt to hold any sort 
of a sale or to advertise and feature accessories 
until you are sure of your stock. To hold a 
sale and to be short on some line or out of 
something is effort, time and prestige lost. 

If you have read this far and none of these 
suggestions have struck you favorably, but you 
still believe that you would like to, and really 
should push your accessories a little more, we 
submit one more idea. Hold a store meeting. 
Offer a small prize to your clerks for the best 
suggestion on how to get a better turnover on 
accessories and when it is offered try it out. 

Successful business depends on turning over 
ideas as well as stock. : 














MANUAL UCTASAUL VAAN EEO EAAAAENAA EES 








PUNT EADOUDLEL OA EOL AY EGY CAE 





HARDWARE AGE 
Wome 


x 
4 7 
a oe + 





MULE PAMLGD EA TAL GATE TEAT HA TAL 





71 






































Reeves Says— 





LFRED REEVES, general manager of the National Automobile 
Chamber of Commerce, recently made a survey of the automobile 
industry in the United States. He says that the number of automobiles 
manufactured this year will probably exceed 3,623,000. 








This means that the production of automobile accessories and 
parts has also been increased to meet the new demand. These new 
cars will need new accessories at the same time that many old cars 
need additional items and parts. 


A word to the wise is sufficient. The merchant who can read 
between the lines will not allow his stocks to get below a certain mark. 
The more cars there are the more demand there will be for accessories. 
It is a good plan also to keep a weather eye open for changing styles and 
to prevent dead stock from accumulating. Think this over. 
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HARDWARE AGE 


August 2, 1923 


Market Confidence Growing 
—Price Tone Stronger 


‘ 


ONFIDENCE in the future seems to he growing stronger in the hardware market, 
and wholesalers are predicting a large fall business. 
on jobbers’ books is said to be well diversified and for fairly large quantities. 


Orders for fall merchandise 


Although there may be some minor price readjustments, it is not expected that there 


will be any marked price recessions during the next few months. 


Leaders in the trade 


point to the possibility of the 8-hour day in the steel industry, which, they believe, will 


cause steel prices to advance. 


This, they say, will be reflected in the raw material mar- 


kets generally, and will perhaps increase, temporarily, at least, costs of production. 


Collections in manufacturing centers are reported to be fairly satisfactory, but in the 
agricultural sections collections are slow because of the low price of farm products. 


Manufacturers’ Price Changes 


I ANNING & BOWMAN CO., Meriden, Conn., has 
issued a new price list, No. 125, on electrical 


cooking utensils. 


Southern foundries have reduced prices about 5 per 


cent on soil pipe. 


Some makers have advanced sash weights $5 per 


ton. 


Galvanized pails, tubs and garbage cans have been 
reduced by some makers. 


Horseshoes have been advanced 50 cents per keg 


per box. 


and horseshoe nails have been increased about 75 cents 


Sheep, border and hedge shears have been advanced 


by some concerns approximately 10 per cent. 


Price Changes from Jobbing Centers 


MONG the price changes made ef- 

fective in the leading jobbing cen- 

ters during the past week were the fol- 
lowing: 


NEW YORK.—Sash weights were 
advanced $5 per ton, sash lifters were 
advanced about 7% per cent and the 
recent advance on “Universal” electrical 
appliances were all made effective dur- 
ing the past week by local jobbers. A 
better feeling of confidence is becom- 
ing manifest in the market, and job- 
bers anticipate a good fall business. 


CHICAGO.—No price changes of any 
moment were reported by jobbers here 
during the past week. The undertone 
in the market shows stronger confi- 
dence. Hardware men in this section 
generally believe that price recessions 
will not be either numerous or impor- 


A steady market is expected for 
fall business. 


BOSTON.—Advances and declines in 
hardware values the past week, among 
the more important items, were about 
evenly divided. Advances included 
horseshoe nails, up 75c. per box; malle- 
ables, 1c. per lb.; horseshoes, 50c. per 
keg; common percolators, 10 per cent; 
sheep, border and hedge shears, 10 per 
cent. On the down side we have a 10 
per cent drop in machine and common 
carriage bolts and bolt ends; a very 
slight drop in copper wire, and quite 
a material one in galvanized pails, tubs 
and garbage cans. 


PITTSBURGH.—Few price changes 
have occurred in the week under review. 
Sheet copper and copper bottoms have 
been reduced per lb.; southern 


tant. 


Ye. 


foundries have reduced prices about 5 
per cent on soil pipe by increasing the 
discount by that amount, now quoting 
45 per cent off list, f.ob. foundry, for 
standard pipe. 


CINCINNATI.—Next year’s 
on lawn mowers show a 12% per cent 
advance. Steel goods will be advanced 
5 per cent and wrought goods 10 per 
cent. It is likely an advance of Tic. 
per dozen will be made in shovels. A 
5 per cent reduction on spool wire be- 
came effective this week. 


TWIN CITIES.—Prices in general 
have become more stabilized during the 
past few weeks. The solder market con- 
tinues weak, with small demand, result- 
ing in a further decline in price to 29 
cents per pound for Half and Half 
solder. 


prices 
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good fall business, at substantially firm prices, 

and view the outlook for the next six to eight 
months with confidence. Orders on jobbers’ books for 
fall and winter merchandise are said to equal, and in 
some instances, to surpass the number booked last 
year. 

In giving their reasons why they do not believe 
prices will be materially lower this fall, jobbers say 
that the possibility of the 8-hour day in the steel 
industry will make steel prices higher, temporarily, 
at least, which will be reflected in the cost of all raw 
materials and finished products. 

A meeting of the heads of the manufacturing sub- 
sidiaries of the United States Steel Corporation was 
held in New York July 26, at which preliminary work 


J ios ta in the metropolitan area anticipate a 
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HARDWARE AGE 


Stronger Confidence Shown in New York 
—Kight-Hour Day in Steel Forecasts 
Higher Hardware Prices 


for the elimination of the 12-hour day was reported 
to have been started. Although no detailed statement 
was issued by the corporation, Eugene G. Grace, presi- 
dent of the Bethlehem Steel Corporation, said that the 
most difficult problem in establishing the 8-hour day 
was the readjustment of wages. Labor, he said, could 
not be expected to exist working 8 hours a day on the 
present hourly rate of 40 cents. 

Jobbers complain that it is difficult to get saws, 
Stillson wrenches and certain items of shelf hardware. 
Many of the tool manufacturers are said to be still 
tied up with back orders. 

During the week local jobbers advanced prices on 
Universal percolators and electrical appliances 50 cents 
on the list. Sash weights were advanced $5 per ton, 
and sash balances were advanced 7/2 per cent. 





AXES.—Jobbers predict a good fall regular teeth, $13 per doz. Similar out, cheine. oe Re per on. 

* a2 * = . saw, with round breast blued blade, with chains, $2.81 per doz. without 

business. Prices firm; stocks fair. extra thin back, 4% points, $13 per chains. Size 2, $5.37 per doz. with 

Jobbers’ quotations, f.o.b. New doz. chains. Size 3, $7.26 per doz. with 
fork: Saw bucks, heavy, $8.50 per doz. chains. 

Handled axes, 2% to 3 Ib., $19.25 One-man saw, 80c. per ft. Two- I — ; inte ° ; 
per doz.; 3% to 3% Ib., $19. of per man saws, 66c. per ft.; cross cut saws, NAILS.—Consistent interest; fair 
doz.; 3% to 4% Ib., $19.75 per doz.: 55c. per ft. -_ stocks. Jobbers do not anticipate any 
4 to 5 Ib., $20.25 per doz.; 4% to 5% Wood split wedges, 10%c.- per Ib. lower prices for some time. 
lb., $20.75 per doz.; 5% Ib. only, CIDER MILLS AND FRUIT ' : 

23.75 per doz. : - sgebetigret Jobbers’ quotations, f.o.b. New 

House axes, 2% Ib., 19-in, handles, PRESSES.—Buying more active; stocks York: 
$14.25 per doz. fair; prices firm. wa nails, $4.35 to $4.50 base, per 

BOLTS AND NUTS.—Pick-up demands Jobbers’ quotations, f.0.b. New Cut nails, $4. 70 base, per ke .. 
‘ ‘ ‘ i ‘ York: ire nails and brads in sma ots, 
consistent; prices firm; stocks fair. Cider mills, 8%-in. tub, $5.90 each; 70 per cent off list. 5 

Jobbers’ quotations, f.o.b. New 10%-in. tub, $7 each; 11%-in. tub, Roofing nails, 1 x 2, 100 Ib., $9.50 
York: $9.40 each; 13-in. tub, $12 each; 18- galvanized; and plain, $7.50. 

Square nuts, 4-in., 16c. to 17c. per in. tub, $15 each. Wholesale prices vary in different 
Ib.; #s-in., 15c. to 16c. per lb.; %-in., eey crushers, aluminum teeth, sections of the city. 

3c. to 14¢. per Ib.; yy-in., 12¢ to 13c. wood box, $6 each. . ys ale ‘ 
per Ilb.; %-in., llc Yee) 12c. per Ib.; Fruit presses, 2-qt., $2.98 each; 4- SASH CORD.—Mild interest; steady 
5g-in., 10c to llc. per Ib.; %-in., 9c. at., $4.95 each; 6-qt., $5.75 each; 12- prices. 
to 10¢. per Ib. qt., $7.50 each. Jobbers’ tati f.o.b. N 

. : 2 : = 7 _* obbers quotations, oO. New 

Common carriage bolts, % x 6 in. COTTON GLOVES.—Pick-up interest York: 


Cotton sash cord, 43c. to 46c. base, 


a cont; larger and thicker, 25 and beginning; fall bookings large; prices per Ib 

o 25 and 5 per ge firm Prices vary according to grade and 
Machine bolts, % 4 in. and F . : differ also in different sections of the 

smaller, 30 and 10 to 30 and 5 per Jobbers’ quotations, f.o.b. New city 

cent; larger and thicker, 30 and 10 to York: t 

30 and 5 per cent. Cotton gloves, light weight, $1.55 SCREWS.—Brisk pick-u trading at 
Lag screws, 30 and 10 to 30 and 5 per doz. pair. Medium weight, fi ser . “ . 

per cent. knitted wrist, $2.20 per doz. pair. rm prices. 

Semi-finished hexagon bolts, ~ and Heavy weight, $2.20 per doz. pair. Jobbers’ quotations, f.o.b. New 

smaller, 60 to 60 and 10 per cent; . ° York: 

larger a thicker, 55 to 50 and 10 FRUIT JAR RUBBERS.—Steady iIn- Wood screws, iron bright, flat 

per cent. t st: fi ij . head, 75 per cent. Iron bright, round 
Tinners’ rivets, 40 to 50 per cent. erest; oe aes good stocks. and oval head, 72% per cent. Iron 
_Hexagon machine screw nuts, iron, _Jobbers’ quotations, f.o.b. New blued, flat head, 75 per cent plus 5 

45 per cent; brass, 60, 10 and 5 to 70 York: — per cent to net amount of invoice. 

per cent from new list. Fruit jar rubbers, 80c. to 85c. per Iron, blued, round head, 72% per 
Toggle bolts, steel bright finish, 75 gr. Prices vary according to grade cent; brass, flat head, 70 per cent. 

per cent. and also in different sections of the Brass, round and oval head, 67% per 

‘ “Vs we steel bright finish, 75 city. In 12-gross lots, 75c. per gross. cent. Hot galvanized flat head, 60 
o 75 an per cent. sr cent; nickel iated, file 182 
Iron rivets, 45 to 50 per cent. Solid GAME TRAPS.—Out-of-town orders b2%4 per cont. eens Sika abe a 

copper rivets, 20 per cent. have been large; prices’ firm; stocks extra 20 per cent on wood screws. 


Machine screws, iron, prices vary 


oon ; Se. %-in. , 70 per cent; }} to satisfactory. from 65 to 70 per cent. Brass prices 
f , ati . —— vary from 50, 10 and 5 t 0 ¢ i 
Sicennaien belt shiehén €6, 20 ene $ y obbers quotations, f.0.b. New pin 19d and 5 to 60 and 10 
ar cent. - Victor traps, size 0, with chain, 
Screw anchors, 75 and 10 per cent. $1.65 per doz., without chain, $1.28 SIDEWALK SCRAPERS. — Advance 
BUCK SAWS, ETC.—Jobbers report per doz. No. 1, $3 with chain; 1.59 bookings are now being made. Prices 
. —I 7 re . out chain. Size lb, 
good orders; firm prices and fair stocks. $3.05 per doz. with chains, $2.32 per firm. 
a — — — ; 36:71 _Jobbers’ quotations, f.o.b. New 
Yoiieee® “cused va oe per doz. wi chains, ze 3, $6. York: 
oot: s’ quotations, f.0.b. New per doz. with chains. , _ Sihowalk scrapers, tank riveted, 4 x 
“i at Oneida jump traps, size 0, $2.07 , $4 per doz. Scraper with shank, 
$9 ck saws, re rame, double brace, per doz. with chains, $1.71 per doz. 5 x 7, $6.2 5 per doz. Scraper, with 
per doz. Buck saw, double brace, without chains. Size 1, $2.38 per socket, 6 x 7, $8.75 per doz. 
varnished frame, polished blade, 30 in. doz. with chains, $1.89 per doz. with- Snow pushers, 31 x 12, $2.75 each. 
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Chicago Buyers Are Cautious But Optimistic 
—No Price Weakness Observable 


dicating the trend of business covering the next few 
There has been a fair degree of optimism 
in the trade, but caution, economy and hot weather have 
not been conducive toward a large buying movement. 
Production keeps up at a high rate, and shipments are 
going forward without a let-up. There are, virtually, no 
requests of importance for concellations, but, on the other 
hand, a great many dealers are pressing for deliveries, 
especially on builders’ hardware, nails, wire, etc., to fill 


(ke last week has brought no new development in- 


months. 


orders they already have on hand. 


The price situation shows no weakness. 
view of prices this week shows that prices on all the lead- 


ing staples are being well maintained. 


Jobbers report a very satisfactory volume of business, 
and while orders are not as large as heretofore, the total 


ALARM CLOCKS.—An excellent de- 
mand is reported. Jobbers have fair 
stocks on hand, and prices remain firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: America, $11.40 in 
doz. lots, $11.04 in case lots; Blue 
Bird, $13.20 in doz. lots, $12.84 in 
case lots; Black Bird, $18.96 in doz. 
lots, $18.36 in case lots; Bunkie, 
$20.88 in doz. lots, $20.16 in case lots; 
Lookout $13.20 in doz. lots, $12.84 in 
case lots; Sleepmeter, $15.12 in doz. 
lots, $14.64 in case lots. 


AMMUNITION AND FIREARMS.— 
Shipments of orders taken early in the 
year are going out rapidly. Ammuni- 
tion factories are several weeks behind 
on orders placed with them. 


AUTOMOBILE ACCESSORIES.—An 
excellent turnover is reported, and re- 
placement orders are frequent. There 
has been no change in price. 


We quote from jobbers’ 
f.o.b. Chicago: 
Spark Plugs. 
Regular, 
each; 


stocks, 


Splitdorf, 50c. each; 
58c. each; Champion X, 45c. 
lots of 100, 41c. each; Champion 
Blue Box line, 53c. each: A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

pl 3280, 


Spotlights. sjAnderson, | 
$6.50 each; Stewart, $5. 
— pap. hs Biestric “rara), $4 
Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 


85c. each; National Standard, No. 21, 
$1.20 each. 
14-in. 


Pumps.—Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3%, non- 
skid, fabric, $8.65 each; cord, $11.60 
each; gray inner tubes, 30 x 21, $1.30 
each; red inner tubes, 30 x 3%, $1.80 
each. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Heavy Duty Set, $8; No. 404, Uni- 
versal Socket Set, $7; No. 505B, 
Screw Driver Set, $3.40. All Snap- 
On wrenches less 40% discount, f.o.b. 
Milwaukee. 


AXES.—Prices are firm, and sales con- 
tinue active. Orders taken earlier in the 
season are now being shipped. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: First — ~~ 
bitted unhandled axes, 3 Ib., 
$14 doz. base; double Bittea, “s19 doz. 
base; good quality black unhandled 


ea 


cylinder, 
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many weeks. 


In fact, a re- 


aman, same weight, single bitted, $13 

doz. base; single bitted handled axes. 

$15 to per doz., according to 

quality and to grade of handle. 
BOLTS AND NUTS.—Shipments from 
the mills have improved. The result is 
that stocks are reported good. Prices 
are firm, and an excellent demand con- 
tinues. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 45-5 per cent off list; large 
sized machine bolts, 40-10 per cent 
off list; small sized machine bolts, 
50 per cent off list; all stove bolts, 
70-5 per cent off list; all lag screws, 
50-5 per cent off list. 


BUILDERS’ HARDWARE.—Manufac- 
turers of builders’ hardware are work- 
ing to capacity, and while new business 
being booked is not as heavy as earlier 
in the season, manufacturers have 
plenty orders on hand, and shipments 
are being consumed as fast as they are 
received. Both jobbers’ and retailers’ 
stocks are badly broken. There has 
been no change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.48 per doz. pr.; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.74 per doz. pr.; 
heavy bevel steel inside sets, case 
lots, $8 doz.; steel bit-keyed front 
door sets, $2 per set; wrought brass 
bit-keyed front door sets, $4 3250 set; 
cylinder front door sets,. 50 per 
set. 


CHAIN.—The demand continues steady 


and strong. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; %-in. proof coil chain, 
$9.75 per 100 lb.; American coil chain, 
40-10 per cent off list; No. 00 4% 
electric welded cow ties, $3 per doz. 

COPPER RIVETS AND BURRS.— 
Prices are firm and unchanged. Sales 
are excellent. 

We quote from jobbers’ stocks. 
f.o.b. Chicago: Copper rivets and 
burrs, 30 per cent discount. 

CUTLERY.—The foreign situation in 
the Ruhr district is even more acute, 
and the French are tightening up on 
customs lines every day. It seems to 
be the disposition of the Rheinland 


volume compares favorably with that of the correspond- 
ing time of last year. 
up now with their back orders for the first time in a great 
This is not due, however, to a falling off of 
business, but is owing to the fact that they have been 
able to secure additional help, which permits them to fill 
orders more promptly. 

There has been a slight increase in inquiries for steel 
products, but the amounts required are usually small. 
Structural steel work continues at a fair rate. 


They report that they are caught 


Several of 


the local steel companies, in view of the fact that there 
has been a slight curtailment, report that they have orders 
on their books and in sight to sufficiently maintain their 
present rate of production throughout the third quarter, 
There has been a decline in the number of building per- 
mits issued during the month. The increased costs have, 
undoubtedly, discouraged a great deal of building. 


“Commission to put every difficulty in 


the way of applicants for permits. The 
indication is that there cannot, there- 
fore, be any appreciable supply of Ger- 
man cutlery on hand in the U. S. A, 
this fall. Domestic lines are firm in 
price and in good demand. 


DOOR SPRINGS.—Prices remain un- 
changed, and jobbers report an excel- 
lent volume of business. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect No. 2, 30c. 
doz.; No. 3, 35c. doz.; No: 4, 38c. 
doz.; No. 5, 44c. doz.; No. 6, 60c. 
doz.; No. 7, 64c. doz.; Reliance, light, 
$1.50 doz.; medium, $2 doz.; heavy, 
$3 doz.; Torrey’s, $3.10 doz. 

EAVES TROUGH AND CONDUC- 
TOR PIPE.—The demand continues 
steady, prices are firm, and shipments 
from the manufacturer have improved. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 29 gage 5-in. lap joint 
gutter, $4.75 per 100 ft.; 29 gage 3-in. 
conductor pipe, $5.10 per 100: ft.; 29 
gage, 1% x 8-in. ridge roll, $4 per 100 
ft.; 29 gage 3-in. conductor elbows, 
$1.55 per doz. 

FIELD FENCE.—Orders are coming 
in in better volume. Jobbers continue 
to offer a dating on all orders of 1000 
rods or over. 

We quote from _ jobbers’ — stocks, 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from lists. 

FILES.—Stocks are fair and _ prices 
firm. Sales continue heavy. 

We quote from jobbers’ 
f.o.b. Chicago: American files, 
per cent off list; Nicholson files, 50-14 
per cent off list: Disston files, 5(-1"- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 

FISHING TACKLE.—Current business 
is very good and fill-in orders are run- 
ning heavy. Local stocks are going 
out rapidly. 

FRUIT PRESSES.—Orders are plenti- 
ful, as an excellent crop is expected. 
Jobbers’ stocks are good, and prices re- 
main unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy Fruit presses, 
3-qt., $3.25 each; 6-qt., $4 each; 
qt., $5.50 each; eerie No. 


4-qt., $7.28 each; No. 31, 6-at., 
each; No. 35, &- -qt., $8.67 each. 


stocks, 
65-5 
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GALVANIZED WARE.—There has 
been no change in prices since last re- 
ported. Sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8-qt., $2 doz.; 10- 
qt., $2.25 doz.; 12-qt., $2.65 doz.; 14- 
qt., a doz.; galvanized wash tubs, 
No. 1, $7 doz.; No. 2, $7.25 doz.; No. 
3, $8 doz. 


GLASS AND PUTTY.—The demand is 
increasing, replacements from the fac- 
tories continue slow, and prices are 


firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount: 
double strength A, all brackets, 84 
per cent discount. Putty, 100 Ib. 
kits, $3.70; commercial putty, $3.55; 
glaziers’ points, Nos. 1, and 3, one 
doz. packages, 65c. 


HANDLED HAMMERS.—Sales are 
ahead of normal records; prices are un- 
changed. A great improvement is 
noted in deliveries from the manufac- 
turers, who are still somewhat behind 
with their orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; No. 11% first quality 
nail hammers, $13.25 per doz.; 12-o0z. 
ball pein, $10 per doz.; competitive 
forged nail hammers, $8 per doz.; 
cast steel hammers, $5 per doz. 

EYE HAMMERS AND SLEDGES.— 
Most factories are booked to capacity. 
Deliveries continue slow, and prices are 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicagg: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
12¢c. per Ib. 

HATCHETS.—Manufacturers of hatch- 
ets are still behind with their orders. 
The demand is unsually active. 

We quote from pes stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $19.40 per doz.; com- , 
petitive grade, $15.65 doz.; warranted 
Shingling hatchets, No. 2, $15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $11.10. 

HICKORY HANDLES. — There has 
been no change in price, although 
manufacturers report that their costs 
are continually increasing. Deliveries 
are slow. 

We quote from jobbers’ stocks, 
fob. Chicago: Hickory handles, No. 

1 hickory axe handles, $4 per doz.; 
No. 2, $3 per doz.; finest selected 
second growth white hickory handles, 
$6 per doz.; special white second 
growth hickory, $5 per doz.; No. 1 
hatchet and hammer handles, 90c. 
per doz.; second growth hickory 
hatchet and hammer handles, $1.50 
per doz. 
HINGES.—The demand continues ac- 
tive. Stocks are somewhat broken, and 
deliveries from manufacturers are 
‘ae 


_ 


te from jobbers’ stocks, 
come Chicago: Heavy. strap hinges, 
in bundles, 4-in., $1.12; 5-in., $1.57; 
6-in., $1.93; = 33. 21; 10-in., $4.92 
per doz. prs. Extra heavy T hinges 
in bundles, 4-in., $1.74; 5-in., $1.85; 
6-in., $2.31; 8-in., $3.95; 10-in., $5.64 
per doz. prs. 
ICE CREAM FREEZERS.—An excel- 
lent volume of business is reported. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska, 
l-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10; 
4-qt., $5, less 20-10 per cent. White 
Mountain, ¥%-qt., $3.50; 1l-qt., $4.90; 


; ° $ 
$18; '12- -qt., $21.60, less 50 per cent. 
Arctic, 1- -qt., $3.80; 2-qt., $4.60; 3-qt., 
$5.45; 4-qt., $6.80; 6-at., $8.60; 8-qt., 
$11.10, less 50 per cent. 


NAILS.—Jobbers are finding it difficult 
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to keep an assortment on hand, owing 
to the heavy demands. There has been 
no change in price. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
in. and longer; $2.50 for shorter than 
1 in. 

OIL STOVES.—There has been an in- 
clination on the part of the retailer to 
anticipate his wants. The result is that 
very satisfactory orders are being 
booked for future delivery. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: New Perfection, 2- 
burner, $17.50 list; 3-burner, $23.50 
list; 4-burner, $29.50 list, all less 30 
per cent in lots less than 10 

PAINTS AND OILS.—Prices on lin- 
seed oil declined 2c. per gallon. Price 
on turpentine advanced 3c. per gallon. 
The balance of the staples continue to 
remain the same. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.17 
per gal.; 5-barrel lots, $1.12 per gal. 

Linseed Oil.—Boiled, barrel lots, 
. - per gal.; 5-barrel lots, $1.14 per 


Turpentine. —U: arrel lots, $1.15 per 


gal. 
Denatured Alcohol.—In barrels, 5lc. 


per gal. 
White Lead.—100-lb. kegs, 14c. per 
Ib.; 50-lb. kegs, 144%c. per Ib.; 25-Ib. 


kegs, 144%c. per Ib.; 12%-lb. kegs, 
14%c. per Ib. 
Dry Paste.—In barrels, 6%4c. per Ib. 
Shellac.—(4-lb. goods) white, $4 
per gal.; orange, $3.75 per gal. 
English Venetian Red.—lIn barrels, 
3.50 to $6.75 per 100 lb, 


PREPARED ROOFING.—Jobbers are 
showing an inclination to stock up at 
present prices. Sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $1.80 per 
square; best tale surfaced, $2.05 per 
square; medium talc surfaced, $1.40 
per square; light tale surfaced, $75 
per square; red rosin sheathing, $75 
per ton. 


PYREX OVEN WARE.—Jobbers are 
anticipating heavy fall business and 
report that current sales are excellent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval, No. 193, $12 
oe: No. 194, $16 "doz.; No. 197, $14 
Oz 

Nursing Bottles.—Narrow neck, 
flat shapes and wide mouth, 4-oz. 
(narrow neck only), 80c. doz.; all 
styles, 6-0z., $1.60; 8-oz., $2 doz.; 
10-0z., $2.40 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 

Tea Pots. aa 9 cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

ROLLER SKATES.—Orders for fall 
and spring delivery are being booked 
in excellent volume. There is a possi- 
bility that prices will be higher before 
spring. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Union boys’ skates, 
$1.55 pr.; girls, $1.65 pr. 

ROPE, MANILA AND SISAL.—Sales 
continue on a liberal basis. Prices re- 
main firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brand, 18%4c. to 20%c. 
per lb.; No. 2 manila rope, 17c. to 
18%c. per Ib. base; so-called hard- 
ware grade manila rope, 17%4c. per 
lb.; No. 1 sisal rope, highest quality, 

standard brands, 14%c. to 16%c. per 
Ib. base; No. 2 sisal rope, standard 
brands, 13%c. to 15c. per lb. base. 


— eS 
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SASH CORD.—Sales continue excel- 
lent. There has been no change in 


price. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7. standard 
brands, $10.35 per doz. hanks; No. 


8, $12 per doz. hanks. 
SASH PULLEYS.—Shipments from 
the manufacturer continue to be slow. 
Both the better and common grade sash 
pulleys are in demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
60c. doz., barrels, 54c. doz.; Common- 
Sense, 2-in., 60c. doz., barmels, 54c. 
doz.; No. 105, 57c. doz., barrels, 53c. 
doz. 


SASH WEIGHTS.—An improvement 
in the foundries in the way of deliver- 
ies is noted. Prices are unchanged, 
and the demand is very heavy. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard sizes in ton 
lots at $47.50 per ton. 


SCREEN DOORS.—Sales on screen 
doors are about over, but window 
screen orders are exceptionally heavy 
for this time of the year. There has 
been no change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 241, 2 ft. 6 in. x 6 
ft. 6 in., $28.80 ) per doz.; 2 ft. 8 in. x 
6 ft. 8 in., $21.75 ober doz.; 2 ft. 10 in. 
x 6 ft. 10 in., $22.80 per doz. ; 3 ft. x 
7 ft., $23.80 per doz.; No. 296, 2 ft. x 
6 ft., $27.15 per doz.; 2 ft. x 8 ft., 
$28.20 per doz.; 2 ft., x 10 ft., $29.55 
per doz.; 3 ft. x 7 ft., $30.65 per doz. 


SCREWS.—Jobbers report fair stocks 
on hand. Excellent orders are being 
taken at the new prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blues, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are unchanged, and the demand 
continues excellent. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $27 per 10 1b.; medium 45-55 
solder, $26 per 100 Ib.; tinners’ 40-60 
solder, $25 per 100 Ib.; high speed 
babbitt metal, $20 per 100 Ib.; Stand- 
bry “ 4 babbitt metal, $11 per 

0 Ib. 


STOVE PIPE AND ELBOWS.—Future 
orders on this line are ahead of all 
previous records, and early deliveries 
should be taken where available, to 
avoid the usual fall shortage or delays. 
Prices are very firm and are expected 
to so remain throughout the fall season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Stove Pipe.—30-gage, 6-in. nested 
blued pipe, $14 per 100 joints; 28- 
gage, $16 per 100 joints; 26-gage, $18 
per 100 joints. 

Elbows.—6-in. blued corrugated. 
30-gage, $1.45 doz.; 28-gage, $1.60 


doz. 

Coal Hods.—Galvanized, 17-in., 
$5.40 per doz. 

Stove Boards.—Crystal, 33-in., 


$23.90 per doz. 
STEEL SHEETS.—Stocks continue to 
be broken, and sales are very active. 
A slight improvement is noted in de- 
liveries from the mills. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $6.35 per 100 Ib.; 28-gage 
black sheets, $5.20 per 100 Ib. 


WIRE GOODS.—Barb wire is moving 
in better volume. Plain wire is scarce. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 


PI 
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wire $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $3.98 per spool; No. 
9 galvanized plain wire, $4.15 per 100 
lb.; polished fence staples, $4.25 per 
100 lb.; catch weight spools painted 
barb wire, $4.30 per 100 lb.; 12 mesh 
black wire cloth, $2 per 100 sq. ft.; 
12 mesh galvanized wire cloth, $2.35 
per 100 sq. ft.; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 
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WHEELBARROWS.—Deliveries from 
the factories continue slow. The de- 
mand is very active, and prices are 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4 Tubular, $7.50 
each; No. 14, steel tray and leg, con- 
tractor’s barrow, $7.25 each; com- 
petitive grade, steel tray, $4.50 each; 
common wood bolted, $3.75 each; 
steel leg, garden barrows, $6 each. 


August 2, 1923 


WRENCHES.—Local jobbers have not 
changed their prices on wrenches, . 
Business is coming in in excellent 
volume. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off; Trimo, 
60-714 per cent off. 


Trading Slightly Spotty in Cincinnati 
—July Sales Ahead of Last Year 


(Cincinnati Office of HARDWARE AGE) 
IDSUMMER dullness has affected business to some 
M. extent, but the month of July is considerably 
ahead of the same month last year in respect to 
jobbers’ sales. With dealers, a slight let-up is reported 
over previous weeks, and mill supply houses also report 
a somewhat spotty business from the manufacturing 


trade. 


There is no special activity apparent in any particular 
line, but the general line of hardware is moving. Buying 
for future shipment of the staple lines is being done con- 
servatively, and jobbers generally are not ordering goods 
In fact, the character 
of the buying has not changed much, and may still be de- 


for more than ninety days ahead. 


ALARM CLOCKS.—Orders continue 
good, with shipments much improved, 
and prices holding firm. 
AUTOMOBILE ACCESSORIES.—Job- 
bers report continued good business, 
and interest is now being shown in 
winter accessories, and some orders are 
coming in. No price changes have 
been made recently. 
We quote: Snap-On Wre nches, No. 

101, master service sets, $15.25 each; 

No, 202, heavy duty sets, $8 each; No. 

404, universal socket sets, $7 

No. 505B, screw driver sets, 

each, less 40 per cent on all Snap-On 

Wrenches, f.o.b. Milwaukee. 
BOLTS AND NUTS.—Reports are 
current of concessions being made by 
manufacturers, but most jobbers are 
under contract for their third quarter 
needs, and price changes are not an- 
ticipated. Demand has been good. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 
45, 10 and 5 off; large sizes, 40, 10 
and 5 off; carriage bolts, small, 45 
off; large, 40 off; stove bolts, 70 and 
10 off; semi-finished nuts, 9-16 and 
smaller, 70 and 5 off; larger sizes, 
75 off; machine screw nuts, iron, 35 
off; brass, 50 off. 


BUILDERS’ HARDWARE.—There is 
no appreciable let-up in the demand 
for builders’ hardware, and the volume 
of orders continues heavy. Building 
operations have shown little let-up in 
this district, and indications point to a 
high rate of construction being main- 
tained throughout the year. Many new 
projects are contemplated, both resi- 
dential and industrial, and the demand 
for builders’ hardware is expected to 
be well maintained as a consequence. 
Prices are firm and unchanged. 
CLIPPING AND SHEARING MA- 
CHINES.—Some future orders are re- 
ported, and current sales also are fair. 
Prices show no change. 


diate needs.” 


plies. 


10 per cent. 


We quote from Cincinnati jobbers’ 
f.o.b. Cincinnati: Stewart No. 1 ball 
bearing clipping machine, $10. 75; No. 
360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount, 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Cincinnati; pedestal 
type, $85, f.o.b. Cincinnati; dealers’ 
discount, 25 per cent. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand is heavy, and sales to 
date this month are far ahead of last 
year. No let-up in demand is in sight. 
Prices continue steady. 


We quote from Cincinnati jobbers’ 
stocks: 28 gage, five-inch eaves- 
trough, $4.75 per 100 fect: 28 gage 
three-inch corrugated conductor 
pipe, $5 per 100 feet; three-inch cor- 
ca conductor elbows, he 75 per 
doz 

FREEZERS.—While the sheen part of 
the demand has been satisfied, dealers’ 
sales continue brisk. Prices are as last 
quoted. 

We quote from Cincinnati jobbers’ 
stocks: New he mg 2-qt., $12.50 

$1.95 each; 2-qt., 
2 Oh: 4-qt., $3.20; P 


-qt. s $2.35; 3-qt., 
4-qt., $3. 40; White Mountain, 
1-qt., bay each; 2-qt., $2.70; 3-qt., 
$3.15; 4-qt., $3.90. 
GALVANIZED WARE.—While there 
is some evidence of price reductions for 
summer clearance of stock, the general 
tone of the market is very good, and 
prices are well maintained. The de- 
mand is classed as fair. 
We quote from Cincinnati jobbers’ 
stocks 
Pails.—10- -qt., $2.60 doz.; 12-qt., 
$2.85 doz.; 14- ~at., $3.20 doz.; 16-qt., 
$3.85 doz. 
Tubs.—No. 0, $5.70 doz.; No. 1, $7 
doz.; No. 2, $7.90 doz.; No. 3, $9.20 


doz. 
arth Cans.—Witt No. 1 with 
$4.35 


D ~ No. 2 with lid, 

No $5 each; Witt pails, with 

ds, No. é, $1.60 each; No. 8, $1.80 
each; No. 9, $1.95 each 


GLASS.—With most window glass fac- 
tories shut down, jobbers have put in 





scribed by the wornout phrase, 


The price situation 
one slight reduction there have been several advances, but 
some of the latter were made some time ago, and are only 
now being put into effect by jobbers. 
important of these is a 12% per cent advance in prices 
of lawn mowers, effective immediately for next year’s sup- 
A 5 per cent advance in steel goods will also be 
made, jobbers having decided to follow the new list re- 
cently issued. Wrought goods have also been advanced 
It is likely that local jobbers will advance 
prices on shovels 75c. a dozen. 
manufacturers last spring, but was disregarded by most 
of the jobbers in this section of the country. 


“covering only for imme- 


is practically stationary. Against 


Probably the most 


This advance was made by 


good stocks and are in good shape to 
take care of the demand, which has 
been very good to date. Prices are un- 
changed and firm. 


LANTERN S.—Some future orders 
have been placed at prices unchanged. 
Current sales are also fair. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 per 
doz.; Supreme, No. 240, $12.75 per 
doz.; 130 Midget Vehicle janterns, red 
lens, iron clamp, enameled, E. 
lens, $17 per doz.; 160 Supreme, $12.75 
doz. : 100 Supreme Electric, $15 doz.; 
Monarch, -* Pee” Monare ruby 
glow, $10 D-Lite, $13 doz.; 
Little Wizard. "$8. 50 doz.; Blizzard, 
No. 2, $13 doz.; Blizzard, brass fount 
and top, $18 doz.; Buckeye Dash, $14 
doz.; Railroad, No. 39, $15 doz. 


LAWN MOWERS.—Next year’s prices, 
April 1 dating, have been announced. 
These show a general advance of ap- 
proximately 12% per cent over the 
prices in effect this year. The demand 
this year was the heaviest ever known, 
and next year is expected to exceed it 
in the volume of sales. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12 ir. 
$5.75 ea.; 14-in., $6 ea.; 16-in., $6.25 
ea.; better grade, 12-in., $7; 14-in., 
$7.25; 16-in., $7.50; cheap ball bearing, 
14-in., $7.75; 16-in., $8; regular ball- 
bearing. 14-in.. $9; 16-in., $9.55; 18- 

$9.75; high-wheel ball bearing, 
14- in., $10. 25; 16-in., $10.65; 18-in., 
$11; high Frade, bail bearing, with 
g knives, 16: $12.75; 18-in., $13.50; 
n 


NAILS.—-Wire nails are still in heavy 
demand, with shipments from mills re- 
ported a little better. No price changes 
are reported. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.60 
per keg base. 


PRESSES.—Fruit and juice presses 
are much in demand, with stocks in 
good shape and prices firm. 


We quote from Cincinnati jobbers’ 
stocks: 3-qt., $3.15 ea.; 6-qt., $3.99 
ea.; 12-qt., $5.45 ea. 
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PAINTS AND OILS.—Sales continue 
satisfactory, with prices of linseed oil, 
turpentine and lead slightly lower. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, $1.18 gal.; turpentine, single 
barrels, 98c. gal.; white and red 
lead, 12%-lb. kegs, 14%4c. per Ib. 


ROOFING PAPER.—Some talk is 
heard regarding lower prices, but noth- 
ing definite has been heard as to when 
these reductions will take effect. In 
the meantime the demand is good. 


We quote from Cincinnati jobbers’ 
stocks: Standard, light, $1 per sq.; 
medium, $1.30 per sq.; heavy, $1.60 
per sq.; Holdfast, light, $1.40 per sq.; 
medium, $1.65 per sq.; heavy, $1.95 
per sq.; slate surface roofing, 85-Ib. 
quality, $2 per sq., both red and 
green. 


STEEL GOODS.—Next year’s prices 
on steel goods have been received, and 
jobbers are preparing to put them into 
effect. They show an advance of about 
5 per cent over those in effect this year, 
although this advance was made after 
this year’s list was issued, and not at 
that time put into effect by jobbers in 
this district. 

SAWS.—An exceptional demand for 
hand saws is reported, with manufac- 






HE usual midsummer dullness 
is noticeable in the retail hard- 

ware trade as well as in prac- 
tically all other lines. No particular 
improvement in demand is expected 
until at least Sept. 1. The unusually 
warm weather during the past two 
weeks, while it has slowed up trade 
in general, has stimulated sales of 
camping equipment, bathing suits 
and fishing tackle. 

Automobile accessories and sup- 
plies are selling well. 

Collections in general over this 
territory continue slow and are ex- 
pected to continue so as long as the 
present low prices continue on farm 
products. Either prices in general 
must come down or produce and 
grain prices go up before collections 
Improve. 


BUILDERS’ HARDWARE. — The 
amount of new business coming in is 
gradually dropping off. Deliveries are 
now being made. on orders taken some 
time ago. The peak of the building 
season is past. 


AXES.— Demand only fair. Prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14.00; double bit, base 
weights, $19.00 per doz. 

BRADS.—Sales continue of good vol- 
ume. Prices as last. 

We quote from jobbers’ stocks, 
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turers being unable to keep up with it. 
Prices very strong. 


SASH CORD.—No further changes in 
prices are reported. The demand is 
fair. 

We quote from Cincinnati jobbers’ 


stocks: Best grades, 78e. Ib. ; 
cheaper grades, 46c. Ib. 
SASH WEIGHTS.—There is still a 
good demand for sash weights, with 
prices steady. 

We quote from Cincinnati jobbers’ 
stocks: Cast iron sash _ weights, 
$2.85 per 100 lbs. 

SCREWS.—Lots of talk in regard to 
lower prices is heard, but nothing def- 
inite. Demand is holding up very well. 

We quote from Cincinnati jobbers’ 
stocks, Machine screws, 60 off; coach 
screws, 55 and 5 off; cap screws, 70 
off; set screws, 75 off; wood screws, 
80 and 10 off. 

SHOVELS.—It is probable that the ad- 
vance of 75c. per dozen, made last 
spring by manufacturers, will be put 
on by local jobbers in the near future. 


SPORTING GOODS.—Sales of sport- 
ing goods have been very good, par- 
ticularly football goods and guns and 
ammunition. Prices are steady. 


Collections Slow in Twin Cities 
—Price of Farm Products Blamed 


f.o.b. Twin Cities: Wire brads in 
25 Ib. boxes, 70-10 per cent. 


BOLTS.—The demand is not active. 
Some disposition to cut price for large 
orders. Jobbers’ prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Both small and 
large carriage bolts, 40-5 per cent; 
Small and large machine bolts, 40-10 
per cent; stove bolts, 70 per cent; lag 
screws, 50 per cent. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—The volume of busi- 
ness is declining. Deliveries being made 
on earlier orders. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28 
gage, lap joint, S. B. 5 in. $5 per 1” 
ft; Conductor pipe, 28 gage, 3-in., 
$4.75 per 100 ft.; Conductor Elbows, 
3-in., $1.55 per doz. 


FILES.—Demand of average volume. 
Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files, 
50-10 per cent; second grade files, 
60-10 per cent, from standard lists. 


GALVANIZED WARE.—Demand good. 
Stocks fair. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized tubs, 
Standard No. 1, $6.85 per doz.; No. 2, 
$7.75; No. 3, $8.95. Heavy galvanized 
tubs, No. 1, $12; No. 2, $13.25; No. 3, 
$14.50. Galvanized pails, Standard 10 
qt., $2.55 per doz.; 12 qt., $2.90; 14-qt., 
$3.20; 16-qt. stock pails, $4.50; 18-qt. 
stock pails, $5.20. 


HOSE.—Demand is rapidly declining. 
Jobbers’ stocks small. Prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Molded hose (non- 
kinkable), %-in., 15c. per ft.; %-in., 
14%c. per ft.; %-in. five-ply wrapped 
hose, lic. per ft.; %-in., competition 


77 


SHEETS.—A brisk demand for blue 

annealed and galvanized sheets is re- 

ported, with prices showing no change. 

We quote from Cincinnati jobbers’ 

stocks: Blue annealed, No. 10, 4.25c. 
ib.; No. 28 black, 5.35¢.; No. 28 gal- 
vanized, 6.35c. 

SPOOL WIRE.—A 5 per cent reduction 

in prices of spool wire has been made 

effective by local jobbers. 


WIRE CLOTH AND POULTRY NET- 
TING.—Sales have been fair, with 
prices unchanged. 

We qucte from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 
mesh, $1.90 per 100 sq. ft.; opal, $2.50 
per 100 sq. ft.; poultry netting, gal- 
vanized before weaving, 50 and 5 off; 
after, 50 off. 

WHEELBARROWS.—Orders continue 
to come in good volume, with difficulty 
being experienced by jobbers in secur- 
ing shipments. Prices steady. 

We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.40 
each; concrete barrows, $5.90 each. 

WROUGHT GOODS.—A 10 per cent 
advance has been made by local jobbers 
on wrought goods following receipt of 
similar advances from manufacturers. 


hose, 9%4c. per ft. The above prices 
in full lengths. Cut lengths, Ile. 
higher, 


LAWN MOWERS.—Demand for this 
season practically at a close. Prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Best grade lawn 
mowers 30 per cent from lists. Reg- 
ular grades ordinary ball bearing 
mowers from $6 to $10.50 each for 
16 in. 


LANTERNS.—Sales fair. Stocks good. 
Prices steady: 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz lanterns, 
long or short globe, $13.50 per doz.; 
Embury lanterns, No. 210, $7.75 per 
doz.; No. 240, $12.75 per doz.; No. 
130 Midget vehicle lanterns, $17 per 
doz. ' 

ICE CREAM FREEZERS.—Demand 
this year has been light. 

We quote from _ jobbers’ stocks. 
f.o.b. Twin Cities: Best grade wooden 
tub freezers, 4-qt., $4.13 each; 8 -qt., 
$6.75 each. 

MILK CANS.—Demand fairly steady. 
Stocks ample. Prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk 
cans, 5 gal., $2.90 each; 8 gal., $3.45 
each; 10 gal., $3.65 each. 

NAILS.—Demand remains of good vol- 
ume. Stocks fair. Prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg, base; cement 
coated nails, $3.60 per keg, base. 

PAPER.—Sales of good volume. Stocks 
good. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 2, tarred felt, 
2.25 per ewt.; red rosin sheathing 
paper, $3.50 per ewt. 
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POULTRY NETTING. — Demand is 
light. Jobbers’ stocks practically de- 
pleted. Prices unchanged. 

We jobbers’ stocks, 
f.o.b. Twin Cities; Standard hexagon 
poultry netting, 50 per cent from 
lists. ’ 

REGISTERS.—Demand in some sec- 
tions good. Stocks good. Prices stiff. 

We 


quote from 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel regis- 
ters, 33% per cent from lists. 
ROPE.—Sales good for this season. 
Stocks good. Prices steady. 


We quote from 
f.o.b. Twin Cities: 
manila rope, 104%c. base; 
sissal rope, 16%4c. base. 

SANDPAPER.—Demand of good vol- 
ume. Stocks good. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade, No. 1, 
per ream, $6.50; second grade, No. 1, 
per ream, $5.85; garnet paper, No. 
1, per ream, $16.50. 

SASH CORD.—Sales of good volume. 
Stocks good. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade, No. 8, 
sash cord, 77c. per Ib.; ordinary 
grades solid cotton sash cord, 5lc. 

SASH WEIGHTS.—Demand of good 
volume. Stocks good. Prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, 
$2.50 per cwt 


jobbers’ stocks, 
Best grades 
best grade 
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SCREWS.—Demand is only fair. Stocks 
fair. Prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round head 
brass, 67% per cent. 

SHEARING AND LIPPING MaA- 
CHINES.—Sales show a decline. Prices 
firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Stewart No. 1 
ball-bearing clipping machine, $10.75; 
No. 360 top plate, $1; No. 361 bottom 
plate, $1.50; dealers’ discount, 25 per 
cent. Stewart electric clipping ma- 
chine, all standard voltages, hanging 
type, $80, f.o.b. Chicago; pedestal 
type, $85, f.o.b. Chicago; dealers’ dis- 
count, 25 per cent. 

Market 


SOLDER. — Demand quiet. 
weak. Prices have made further de- 
cline. 


We quote 
f.o.b. Twin Cities: 
solder 29 cents per Ib. 


STEEL SHEETS.—Fairly active de- 
mand. Stocks good. Prices steady. 
TIN PLATE.—Demand is good. Stocks 
fair. Prices firm. 

PYREX OVEN WARE.—Demand con- 
tinues good for dealers carrying com- 
plete stocks. Prices steady. 


We quote from jobbers’ stocks, 
f.ob. Twin Cities: Transparent bak- 


from jobbers’ stocks, 
Half and half 
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ing ware, Casseroles, No. 101, $15.96 
per doz.; No. 197, $14.04 per doz. Vie 
plates, No, 202, $6 per doz.; No. 210, 
$8 per doz. Bread pans, No, 212, 
$7.2) per doz. Utility pans, No. 251, 
$8 per doz. Tea pots, 2-cup, No. 12, 
$20 per doz.; 4-cup, No, 24, $24 per 
doz.; 6-cup, No. 36, $28 per doz. 
WASHERS.—Market continues quiet, 
Prices not as firm as a few weeks ago. 
We quote from jobbers’ 
f.o.b. Twin Cities: Wrought 


washers, %-in., $6.90 per cwt.; 
washers, $6.50 per cwt. 


WHEELBARROWS.—Sales_ of 
volume. Stocks good. Prices firm. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz.; 
tubular steel, No. 1, $6.75 eaeh; wood 
garden barrows, $6.25. 

WIRE CLOTH.—Little retail demand. 
Jobbers’ stocks low. Prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, $2.10 per 100 sq. ft.; 
galvanized, $2.55 per 100 sq. ft. 

WIRE.—Demand continues fairly good, 
but not so much so as a few weeks ago. 
Prices steady. 

We quote 


Stocks, 
steel 
l-in. 


good 


from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog wire, 
$4. 25; smooth black annealed No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


Shelf Hardware Sales Running Neck and Neck 


With 1920 Record in New England 
—Good Fall Business Booked 


(Boston Office of HARDWARE AGE) 
ITH the end of the first seven months of 1923 
W\ within striking distance, it is interesting to note 
that shelf hardware jobbing sales in this territory 
not only show a material increase over those for the corre- 


sponding period in 1922 and 1921, but 
and neck with those for 1920, which, 


the trade, was the largest of the so-called war years. 


Needless to say, the jobbing trade is in 


dition, which is a reflection of a satisfactory retail busi- 
so, the volume of 
shelf hardware business presumably will disclose a fall- 
ing off, because of the vacation period. Some of the 
largest jobbing houses make it a practice to have the lion’s 
share of employees take their vacation at one time. 
eton forces are maintained to take care of mail and tele- 
In past years this scheme has worked out 
to a decided advantage both to wholesaler and retailer. 


ness. During the next two weeks or 


phone orders. 


BICYCLES.—Even at this late hour, 
many orders for bicycles on jobbers’ 
books remain unfilled due to slow ship- 
ments from manufacturers. New buy- 
ing is developing every day. 
We jobbers’ 
stocks: 


Westfield Line.—Geneva, 20-22 in., 
men’s $31.75 each, net; motor bike 
type, No. N56, $32.75; No. A69, $35; 
boys’, No. NJ3, $29.50; women’s, No. 
N55, $33; girls’, No. NJ4, $30. 

BLACKSMITH SUPPLIES.—Horse- 
shoe nails have been advanced 75 cents 


quote from Boston 


point. 


are running neck 
in the opinion of 


a prosperous con- 


Skel- 
than more. 


a box, and malleables are up 1 cent a 
pound. Horseshoes recently were ad- 
vanced 50 cents a keg. 

We quote from Boston 


stocks: 
ainsi acer makes, 


jobbers’ 


19c per 

Axies.—Square bed, drawn bed and 
one piece, 3 in. and under, 12c per Ib. 

Horseshoes.—American, Boss, Juni- 
ata, Phoenix, United States, Cincin- 
nati, Standard and Burden, $7.50 per 
keg base. No freight allowance on 
store shipments. 

Horseshoes.—Fancy or special, side 
weights 30c per pair. Steel shoes XL 
or XXL, $9.25 per keg; toe creased, 


vacations no doubt accounting largely for this fact. 
every branch of the hardware business one hears confi- 
dence in the future. 
jobbers’ books to practically assure a prosperous fall 
season, and yet much buying remains to be done. 
facturers of hardware also have confidence. 

Building costs have begun to come down. Labor is 
more expensive than a year ago, to be sure, but it is more 
efficient and therefore from the contractor’s viewpoint is 
more economical. 
than he otherwise might. 
cement, brick, etc., give indications of costing less rather 
Cheaper building costs assuredly will result 
in greater construction activity and this fact would be 
reflected in the hardware market. 


The movement of heavy hardware out of stock appar- 
ently is still increasing, the market fast nearing the active 
Mill supplies, on the other hand, are less active, 


In 


Sufficient business already is on 


Manu- 


The contractor can make a lower bid 
Materials, such as lumber, 


$7.75; side wear, $9.75; calked, $9.25; 
extra light calked, $10.25; iron coun- 
tersunk, $8. 25; steel countersunk, $10: 
tips, Y X and light driving, 
$9.25; XXX and tontherdelaht, $9.2 
mule, $8. 

Malleables. — Plain, 
irons, 20c. 
threaded malleables, 30c. to 38c. 
count le. off. 

Nails.—Horseshoe, Crown No. 5, 
$6.15 per keg; No. 6, $5.65; No. 7, ete: 
No. 8, $5.30; Nos. 9, 10 and 11, $5. 
Leader, No. 5, $5.80 per keg; No. < 
ery No. $ $5.25; No. 8, $5.10; Nos. 

10 and 11, $5. Additional charge of 

os a pound is made for lots of less 
than 25 lb. 


except stake 
per 1b.; stake irons, ae 
Dis- 
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MCKINNEY 


wrought steel door-butts 


now have CASE HARDENED PINS/ 


Just as McKinney led in perfecting @ 





| 


McKINNEY can now furnish wrought 


This pin is 
case - hard - 
ened — an 
exclusive 
McKinney 
merit. 





steel McKinney Butts, fitted with case- 
hardened pins, for extra heavy room- 
sized doors. An exclusive McKinney 
feature! 


And also an exclusive McKinney sell- 
ing point which you can profitably use 
with your customers. 


Case-hardening thoroughly and uni- 
formly tempers the whole surface of the 
pin. McKinney Butts, armor-plated in 
this manner, withstand wear at the points 
where heavy door strain is greatest. 


solid metal anti-friction washers to min- 
imize surface wear at the hinge joints, so 
now McKinney leads in providing a fac- 
tor of safety far beyond the wear and 
tear of hardest and longest use—at the 
points where strain most affects the vitals 
of a hinge—the pin itself. 

The most important hinge develop- 
ment in recent years—the case-hardened 
pin. 

Be sure to take advantage of it in 
making hinge sales. 


McKINNEY MANUFACTURING 
COMPANY 


Pittsburgh, Penna. 
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Rasps.—Heller, 70 and 10 per cent 
discount; Superior, ete., 75 per cent 
discount; Stokes, 75 per cent dis- 
count. 

Springs—Common 
riage springs, 12c. 
discount of lc. is 
trade. 

Toe Calks.—Welded, dull, 
box; sharp, $2. as blunt heel, 
sharp heel, $2.50 

BLANKETS — Continued good sales of 
blankets are reported by jobbers, who 
are practically sold up on material 
ordered from manufacturers. 


We from Boston 
stocks: 

Blankets.—Street, 76 x 80-in., 
brown ground, colored heading, 
each, net; 80 x 84-in., grey ground, 
colored heading, $2.25;-84 x 90-in., 
grey ground colored heading, $2.50 
iron grey ground, $2.75; cadet, brown, 
black, orange, white and red head- 
ing and stripes, $3; grey ground, 
stripes, $2.75; light brown ground, 
colored heading, $3; other styles, 
$3.25, $3.60 and $4.75. 

Stable.—Kersey, 72-in., $1.45 each, 
net; 76-in., heavy burlap, 72- 
in., $2, to $2.80, 84-in., 
$2.25 to $2.90, 84-in., $2.55 to $3. 

BOLTS AND NUTS.—Jobbers have 
reduced quotations on machine bolts, 
common carriage bolts and bolt ends 
approximately 10 per cent, following 
a recent reduction in manufacturers’ 
lists. 

We _ quote 
stocks: 

Bolts.—Machine bolts, with H. P. 
nuts, % x 4 in. shorter and smaller, 
40 per cent discount; larger and on 
er, 40 per cent discount; with C. T. 
& D. nuts, 30 and 5 per cent ak: 
tap bolts, list; common carriage bolts, 
30 per cent discount; Eagle carriage 
bolts, 50 per cent discount; stove 
bolts, large lots, 65 and 5 per cent 
discount, small lots, 50 per cent dis- 
count; bolt ends, 35 per cent dis- 
count; tire bolts, 45 per cent discount. 

Nuts.—H. P., all kinds, list; C. P. 
& T., all kinds, $1 off list; check 
nuts, list; semi-finished hexagon 
nuts, ~;-in. and smaller, 60 and 10 
per cent discount; larger, 50 per cent 
discount; semi-finished case-hard- 
ened nuts, 50 per cent discount. 


BULBS.—Many retail dealers are mak- 
ing special displays of electric bulbs 
and encouraging results usually have 
been obtained. Such developments are 
reflected in a healthy movement of 
jobbers’ stocks. 
We quote 
stocks: 
Electric se Bulbs.—Tungsten 
10 to 50 w., 32c. each list; 60 w., 37c. 
Mill type, 25 and 50 w., 37c¢. each list. 
Gas filled, 50 w., 50c. each list; 75 w. 
55c.; 100 w., 7T0c.; 150 w., 90c.; 200 
w., $1.15. Discount from stock 25 
per cent; on direct factory  ship- 
ments 30 per cent. 


COPPER WIRE.—Some of the manu- 
facturers of copper wire have made a 
very slight downward revision in prices. 
Due to freight charges jobbers, as a 
rule, have not changed their prices. 


ELECTRICAL GOODS.—Some of the 
jobbers the past week have made a 
special drive on electrical goods for 
fall delivery. Results obtained have 
been highly gratifying. 


We from 
stocks: 

lron.—Demanco, No. 5, $3.50 a doz. 
net; in lots of five, $3.25. Domestic, 
$5 list less 30 per cent discount; in 
lots of six to 23, 30 and 10 per cent 
discount; in lots of 24 and more, 40 
per cent discount. Thermax, $3.30 
net. Quality line Nos. 902, 905 and 
909, $6.75 list; Nos. 9091 and 9191, 
$7.70, in lots up to five, 25 and 10 per 
cent discount, in lots of six or more. 
85 per cent discount. 

Toasters.—Star, $3.50 net each; in 
lots of 12, $3.35 each; in lots of 25, 
$3.25 each; in gross lots, $3 each. 


wagon and car- 
per lb. base. A 
allowed the retail 


2.25 per 
$2.50; 


quote jobbers’ 
seal 


$1.75 


from Boston jobbers’ 


from Boston jobbers’ 


quote Boston jobbers’ 
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Universal line, No. 946, $6.75 list; 
No. 945, $7.50; No. 947 (reversible), 
$8. Discount in lots up to five, 25 
and 10 per cent; in lots of six or 
more, 35 per cent. 

Curling trons.—Improved, $1 each 
net. Universal line, No. 9801, $6.25 
each list; No. 9201, $6.75; No. 98011, 
with comb, $6.75; No 92011, with 
comb, $7.25; discount in lots up to 
five, 25 and 10 per cent; in lots of six 
or more, 35 per cent. 


FOOD .CHOPPERS.—Sales of food 
choppers for immediate and future re- 
tail dealers’ requirements are of en- 
couraging proportions, Prices are re- 
ported as steady and unchanged. 


We quote from Boston jobbers’ 
stocks: 

Food Choppers.—Russell & Erwin 
line, No. 1, $27 per doz. list; No. 2, 
$33; No. 3, $42. Discount 25 and 10 
per cent. 

FOOTBALLS.—Bookings for fall de- 
livery are fast assuming large propor- 
tions. Earlier in the month sales were 
spotty, but buying by the retail trade 
has become more general. 

We quote Boston 
stocks: 

Footballs. — Boys’, complete with 
bladders, No. 3, $9 per doz. net; No. 
4, $12; No. 5, $18. 

Bladders.—For No. 3 and 4 foot- 
balls, $3.50 per doz. net; for No. 5, 
$4.50. 

GALVANIZED WARE.—New prices 
on galvanized pails, tubs and garbage 
cans have been issued by the jobbing 
trade, which show a reduction. Coal or 
ash sifters, as well as other items in 
this department, are being booked for 
fall delivery. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans.—No. 0180, $32 per doz.; 
No. 190, $4.40 each list; No. 171, $3.50; 


No. 181, $3.88. 

Pails.—8 gqt., $1.85 per doz., net; 
10-qt., $2.55; 12-qt., $2.80; 14-qt., $3.12; 
pails, 40 Ib. to es $4.80; pails, 50 
lb. to doz., $6.2 

Tubs. “ae "20, $12 per doz., 
No. 300, $13 

Garbage all —Dover ry No. 4, 
$1; No. 2, $1.40; No. 1, $1. 

Ash Sifters. sghavorite, i, per 
net; all wire, $8.4 9, $3. 

Watering Sally oh $6.85 per 
doz.; 6-qt., $8.90; 8-qt., $9; 10-qt., 
$10.25; i3- -at., $11.75; 16-qt., 4. 

Coal Hods.—Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
$3.40; 17-in., $3.75; galvanized, with 
wood handles, 15-in., $4.34; 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60. 


GLASS.—Sales of glass for both im- 
mediate and future requirements hold 
up remarkably well. Jobbers are of 
the opinion that fall bookings are the 
largest to date on record. Retail stocks 
unquestionably are small. 


We from Boston 
stocks: 

Window Glass.—Single A, 25 brack- 
et, 85 per cent discount; 34 to 40 
bracket, 84 per cent discount; larger, 
82 per cent discount. Double A, all 
sizes, 83 per cent discount. Single 
B, 25 bracket, 85 per cent discount; 
34 to 40 bracket, 85 per cent discount; 
larger, 83 per cent discount. Double 
B, all sizes, 86 per cent discount. 


HOSE.—Continued dry weather has 
made for tremendous sales of rubber 
hose. Jobbers are unable to promptly 
fill orders, due to the sold-up condition 
of manufacturers who, it is reported, 
are enjoying one of the biggest years 
on record. 


We quote 
stocks: 

Rubber Hose.—Milo, 12%4c. per foot; 
Good Luck, 1114c.; Bull Dog, 14%c. 


IRON AND STEEL.—Larger differen- 
tials on iron and steel are now being 
made by practically all heavy hardware 


from jobbers’ 


net; 


doz. 


quote jobbers’ 


from Boston jobbers’ 
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jobbers and warehouses. The demand 
for iron and steel continues to expand 
and shows more life than it has in sey- 
eral weeks. Prices are firm. 
> quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.51% per 
100 1lb.; flats, $4.40; plain concrete 
bars, $3.7644; deformed bars, $3.76'.; 
structurals, angles, channels, beams, 
$3.614%; tire steel, $6.50 to $10; open- 
hearth spring steel, $6.50 to $10; cru- 
cible spring steel, $12; bands, $4.80; 
hoops, $5.80 to $6.30; cold rolled steel, 
$4.75 to $5.25; toe calk steel, $6.15; 
plates, $3.714% to $3.97%. 

lron.—Refined bars, $3.5144 per 100 
lb.; best refined bars, $4.75; Wayne, 
$5.50; Norway, $6.60 to $7.10. 

Differentials.—Quantity, lots of less 
than 1,000 Ib. of a size, 50c per 100 Ib. 
extra; lots of 1,000 to 1,999 Ib, 2c 
extra. 


KEGS.—Based on orders booked by job- 
bers, more retail hardware dealers in 
this territory, will handle cider kegs 
than ever before in the history of the 
business. Jobbers’ stocks already are 
largely contracted for. 
We quote from jobbers’ 
Cider Kegs.—Red oak, inside and 
outside finished, 5-gal., $1.65 each 
net; 10-gal., $2.20; 15-gal., $2.50; 
20-gal., $2.95; 25-gal., $3.30; 30-gal., 
$3.65; 50- gal., $5.30. . 
LEAD.—The long decline in pig lead 
prices apparently has been checked, and 
some rebound in quotations is noted. 
Possibly this fact accounts for the bet- 
ter demand for sheet lead. 


We quote from’ Boston 


stocks: 
Lead.—Sheet lead, 13'%c. 


base list. 

PERCOLATORS.—Jobbers have ad- 
vanced prices on the, Landers, Frary & 
Clark line of regular percolators about 
10 per cent, following a similar advance 
in the producers’ lists. 

PICKS AND MATTOCKS.—Picks and 
mattocks are in excellent demand for 
this time of the year. Manufacturers 
supplying the jobbing trade here are 
reported as backward on shipments, con- 
sequently retail dealers are not getting 
goods as promptly as they otherwise 
might. 


We quote 
stocks: 


stocks: 


jobbers’ 


per lb., 


from Beston jobbers’ 


Picks.—Railroad, 40 and 10 per 
cent discount; contractors’, 40 and 
5 per cent. Grub hoes, 40 and 10 per 
cent discount. Mattocks, 40 and 10 
per cent discount. 
PIPELESS FURNACES.—The pipeless 
furnace evidently will be just as popu- 
lar as ever this winter. At least or- 
ders being placed by retail dealers sug- 
gest so. All the newspaper talk re- 
garding a possible disagreement be- 
tween mine owners and miners in the 
coal regions undoubtedly has _ helped 
business, 
We quote 
stocks: 
Furnaces.—One-pipe style, Zenith, 
No. 100, register 30 x 30 in., japanned 
ye each net, oxidized 158; No. 200, 
35 x 36 in., japanned, 170, oxidized 
$1 172; No. 300, x 40 in., japanned 
$200, oxidized, $200; No. 400, 45 x 45 
in., japanned 3220, oxidized $224. 
PRESSES.—Fruit presses are selling 
even more freely than they did last 
year at this time. Last year, it will 
be recalled, was an unusually good one 
in this line of merchandise. 


We quote from Boston jobbers’ 
stocks: 

Presses.— Fruit, Brownie, 
$4.50 net; Dutcher, No. 
No. 0, $8.50; No. 10, $12; 


from Boston jobbers’ 


8-qt.. 
00, $6.75; 
No. 20, $19. 
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Sell Years of Service 
and Satisfaction 


It means both present and future profits when you recommend and 
sell the R-W line of Barn Door Hangers. The years of service and 
satisfaction derived from their use brings customers back to the 
dealer who sells the R-W line. 

















The R-W line of Barn Door Hangers is so complete that you can 


meet every requirement in either style or price. Every R-W hanger fi 
is neat in design, so smooth-running that little effort is required = i 
to slide the heaviest door, and built to last. The R-W No. 321, shown i 


in the illus‘ration, is a popular pattern, representative of the line. 


A good-looking, durable, roller-bearing hanger, running on enclosed B D 4 
5 gai § nang 5 arn oor 







track and fully protected from birds, litter and the weather. : 
Write for Circular A-B6 and full particulars of Hangers 
R-W Barn Door Hangers. You should also in- 
vestigate other R-W Hardware specialties for : 






the farm and home. 











+ ° 
‘it Richards-Wilcox Mf soe 
Boston 1C a S- 1 cox’ w 0. Minneapolis id 
a AHaneer torany Door that Slides. beer ‘o 
evelan - o~=w Kansa ity ; 
Indianapolis AURORA;ILLINOIS,U.S.A. Los Angeles 
St. Louis RICHARDS-WILCOX—CANADIAN™* CO. 18 San Francisco 






Winnipeg LONDON, ONT. Montreal 
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SAWS.—Bookings for fall delivery of 
wood saws are starting in well. Prices 
show little if any change. 
SCREWS.—A somewhat better demand 
for wood screws is noted. Most of 
the buying is for immediate require- 
ments. Stock is coming forward from 
manufacturers in much better time than 
it did two months ago. Retailers are 
experiencing little difficulty in getting 
needed sizes and kinds. Machine screws 
and kindred stock are in good demand 
for this time of the year, but not as 
active as a month back. 


We quote from Boston jobbers’ 
stocks: 

Wood Screws. — Flat head _ bright, 
75 per cent discount; flat head blued, 
75 and 5 per cent discount; round 
head blued, 72% per cent discount; 
flat head brass, 70 per cent discount; 


round head brass, 67% per cent dis- 
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Nos. 2, 3, 4 and larger, 36 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 50 and 10 per cent discount; can 
screws, square and hexagon, 50 and 
10‘per cent discount; flat head can, 
20 per cent discount; fillister can, 
33% per cent discount; lag screws, 40 
per cent discount. 


SHEARS. — Jobbers’ quotations on 
sheep, border and hedge shears have 
been advanced about 10 per cent, fol- 
lowing a similar advance by manufac- 
turers. No change in prices on Clyde 
pruners was made. 


We quote from Boston jobbers’ 
stocks: = 
Sheep Shears.—True Vermont, No. 

055, $8.25 per doz. net; No. 057, $9.50. 
Border Shears.—No. 104, $3 each 
net; No. 105, $3.50; No. 106, $3. 
Ry ge —. —No. 100, ladies, 
$1 No. 100, men’s, 7-in., 
st 30; xo." 160, 9-in., $1. 65; No. 101, 


6- 


9-in., 
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Kangaroo Line. — With chain, 
0, $1.89 per doz.; . 
1%, $3.17; No. 2, $4. 
No. 1XX, $3.05; No. SOKX. -40; No. 
115, $2.26; No. $3.66; No. 115x, 
$2.75; No. 215X, $4 88. 
tS 


No. 


chain, 
1 


Victor Line.—No. 
$1.83; No. 1%, $2.75 
No. 3, $6.10. 

TWINE.—Good orders for twine are 
coming to light. The average individ- 
ual order is of a hand-to-mouth order, 
but the aggregate business closed each 
day is of sizable proportions. 

ts quote from Boston jobbers’ 


stoc 
Hemp Twine. —In %-lb. balls, No. 
35c.; No. 24, 
48, 42c. 
37¢.; ; No. 24, 35c. 

In. reels, No. 18, 37c. 
Cotton Twine.—Marsac, No. 1, 64ec. 
per lb.; Nashua, No. 2, 42c., in cones, 

39c. per Ib. 


No. 2, $3.60; 


In 


count; fiat head galvanized, 57% per 
cent discount; flat head nickel, 62% 
per cent discount; round head nickel, 
62% per cent discount. 

Machine Screws, Etc. — Machine 
screws, flat and round head iron, 
Nos. 2 and 3, 45 per cent discount; 
No. 4 and larger 50 and 10 per cent 
discount; fillister iron, Nos. 2 and 3, 
40 per cent discount; No. 4 and 
larger, 45 per cent discount; flat and 
round head brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
145 per cent discount; fillister brass, 


5406, 24-in., 


stocks: 


per doz.; No. 
2, $5.20; No. 


Healthier Tone in Pittsburgh Market 


Pruners. —Clyde, 
$25 per doz.; No. 5402, 24-in., $28; No. 
$17.50. 

TRAPS.—Orders for traps have taken 
on a new lease of life, but the market 
can hardly be termed active. 


N 


We quote from Boston jobbers’ 


Blake Line.—With chain, 2, 
a, $2. ON 


0. 6403, 22-in., Jute Twine.—2-ply, 29c. per Ib. 


WOODWORK.—New prices on Gillette’s 
woodwork recently were put into effect 
by the jobbing trade. 
We _ quote from Boston 
stocks 
Wodwork.—Gillette’s line, full bun- 
dles to Maine, New Hampshire, Mass- 
achusetts and Rhode Island hardware 
dealers, 30 per cent discount; broken 
bundles and sets take an advance of 
20 per cent over full bundles. 


jobbers’ 


$2 
No. ie "$3. 40; 
No. 4, 38. 20. 


—Good Fall Business Expected 


(Pittsburgh Office of HARDWARE AGE) 

r | NHE past week has been productive of a livelier in- 
cheerful feeling in the iron and steel situation. There 
quiry, somewhat larger actual sales and a much more 

is no tangible evidence that consumers and distributors 
have abandoned the purchasing policy they adopted about 
the middle of last March. They do not appear to have 
even modified their plan of keeping purchases well within 
the limits of actual requirements. Evidently such require- 
ments are expanding, because there is not a steel company 
in this district that has not in the past week experienced 
some increase in inquiries. 

Buyers are not seeking large individual tonnages and in 
practically all cases the tonnage wanted is for early de- 
livery. Steel Corporation subsidiaries are not able to take 
on much business, but most of the independent companies 
can and this is the chief reason why for another week, 
making 12 in all, there has been no material change in 
finished steel prices. 

For reasons already stated in HARDWARE AGE, buyers 
are likely to pursue a conservative course in the matter 
of purchases over the remainder of the year, but already 
there is evidence that actual requirements will be fairly 
heavy. 

Elimination of the 12-hr. day in the steel industry cannot 
be effected, it is said, without some increase in costs, and 
since this matter now is getting the serious attention of 
the manufacturers, it is bound to be a factor in the sales 
policies of the immediate future. 

How and when the change in working hours will take 
place still is for the future to disclose. The common belief 
is that the transition cannot be effected this year and that 


BOLTS AND NUTS.—Sellers are more 
numerous than buyers, and prices are 
easy. There is still a demand for de- 
livery of old orders, but little new buy- 


ing. Some bolt and nut makers have 
set up a charge of $2 on all orders 
valued at less than $20, but doubt is 
expressed that the change will be gen- 


it will be well toward the middle of 1924 before the various 
problems involved can be worked out and the adjustments 
made. 

It has been estimated that 65 per cent of the men em- 
ployed in the steel industry work more than 8 hours daily. 
These are chiefly in open hearth, blast furnace and plate, 
pipe and bar mills. Sheet and tin plate mill crews now 
are on an 8-hr. basis. 

It is probable, according to those who have looked at 
the matter from all its angles, that some sort of a com- 
promise arrangement whereby the men and the employers 
share alike in the cost of the change will be necessary to 
put it across without friction and disputes. It is also 
asserted that success is much more certain by the reduc- 
tion of the number of men required for a given job, 
through the introduction of labor-saving machinery, than 
by expecting that the increased number of men required 
for the shorter turns will be immediately available, either 
through immigration or through men being attracted to 
steel mill work by the shorter working day. 

The hardware business in this territory does not show 
much more life than it usually does at this time of year, 
but the common expectation is that the fall business is 
going to be good. It is believed the fall trade will show 
particularly heavy in sporting goods. Already manufac- 
turers of rifles have expressed fear of being unable to 
complete the orders taken and there was little or no carry- 
over from last year, when jobbers and retailers cleaned 
out what they carried along from 1921. It also is expected 
that builders’ hardware will show well in the fall business, 
because there are still a good many homes to be com- 
pleted, as well as a large number that have been started. 


erally adopted or that it can be main- 
tained. Prices and discounts to the 
large trade: 


Bolts and Nuts.— Machine bolts 
small, rolled threads, 60 and 10 pet 


Reading matter continued on page 84 
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Selling 


Features 


Remember these 
sales features. Pass 


them on to your sales 
people. 


INVISIBILITY 


(You can’t see ’em) 
SILENCE 
(You can’t hear ’em) 


ECONOMY 
(They cost less) 


SERVICE 
(They last longer) 


SIMPLICITY 
(Can’t get out of order) 


ADAPTABILITY 
(For any floor—any floor 
covering) 
Every feature that 
perfect furniture 
footwear should 


have. 











P-1045 


Group Small Wares for Increased Profits 
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Reg. U. S. Pat. Off. No. 995758 
which will be strictly enforced 


DOMES of SILENCE 


“Better than Casters” 


A small item, yes—but an important one. A wanted item 
an item for which there is a big demand and constant demand. 
An item that sells readily—turns rapidly and shows a large 
profit. The self-seller Display Cabinet keeps DOMES of SILENCE 
moving—adds many a dime to many a purchase. 
Thousands of merchants keep DOMES of SILENCE constantly 
on display. The only reason they carry them is because 
they pay a profit on the space they occupy. 


Rapid Seller - Quick Turnover - Big Profit 
Order assortment D19 from your jobber*-made up of one 
dozen sets each of the four best selling sizes. 


DOMES of SILENCE Division 


Henry W. Peabody & Co. 
J7 State Street.. New York City 





There are many small utility items for which there is 
an every-day use in every home. People know about 
these items. People need them—want them. They only 
need to be reminded by seeing them displayed. Group 
a number of these items in a Small Wares Display. A 
customer stopping to buy one item will select two or three 
or four others simply by being reminded of the need for 
them. Your sales and profits are greatly increased. 
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cent off list. Machine bolts, small, 
cut threads, 50, 10 and 10 per cent 
off list. Machine bolts, larger and 
longer, 50, 10 and 10 per cent off list. 
Carriage bolts, 3 x 6 in., smaller and 
shorter, rolled threads, 50, 10 and 10 
per cent off list; cut threads, 50 and 
10 per cent off list; larger and longer, 
50 and 10 per cent off list. Lag bolts, 
60 per cent off list. Plow bolts, Nos. 
1, 2 and 3 heads, 50 and 10 per cent 
off list; other style heads, 20 per cent 
extra. Machine bolts, c.p.c. and t. 
nuts, % x 4 in., 45 and 10 per cent 
off list; larger and longer sizes, 45 
and 10 per cent off list. Hot pressed 
square or hex. nuts, blank, $3.75 off 
list. Hot pressed nuts, tapped, $3.75 
off list. C.p.c. and t. square or 
hex, nuts, blank, $3.75 off list. C.p.c. 
and t. square or hex. nuts, tapped, 
$3.75 off list. Semi-finished hex. nuts: 
ys in. and smaller, U. S. S., 80 per 
cent off list; % in. and larger, U. S. S., 
75 per cent off list; small sizes, S. A. 
B., 80 and 5 per cent off list; S. A. E., 
% in. and larger, 75 and 5 per cent 
off list. Stove bolts in packages, 75, 
10 and 5 per cent off list. Stove bolts 
in bulk, 75, 10, 5 and 2% per cent off 
list. Tire bolts, 50, 10 and 10 per cent 
off list. 
Cap and Set Screws.—Milled square 
and hex. head cap screws, 70 and 10 
per cent off list. Milled set screws, 
70 and 10 per cent off list. Upset cap 
screws, 75 per cent off list. Upset 
set screws, 75 per cent off list. 
Rivets.—Large structural and ship 
rivets, base, per 100 lb., $3.25. Large, 
boiler rivets, base, per 100 1b., $3.35. 
Small rivets, 60 and 10 to 60 and 5 
off list. 
IRON AND STEEL BARS.—Prices on 
both kinds of bars are unchanged on 
mill deliveries, and there is no intima- 
tion of lower prices. Sales of hoops and 
bands from the mills above 3.15c., base, 


are beginning to grow fewer and on 


Waffle Irons—Churches and 
Publicity 

VERY hardware dealer handles 

waffle irons. Some models call 

for gas ranges and others for an 

electric current. C. A. Massing, who 

handles the advertising of the Gris- 

wold Mfg. Co., Erie, Pa., suggests a 

splendid sales plan that will bring 

to you not only profits but the bless- 
ings of the community. 

Mr. Massing suggests that hard- 
ware dealers co-operate with local 
churches in conducting a_ waffle 
supper. The dealer loans or presents 
the waffle irons and the church sells 
tickets for the supper. The hard- 
ware dealer is given credit on the 
tickets for the waffle irons used. 

In his newspaper advertising the 
dealer tells of the waffle supper and 
quotes a price on the waffle irons 
used. Result—unusual publicity for 
the store and a strong selling sug- 
gestion for waffle irons. The church 
appreciates this opportunity to make 
some needed money for its good 
work and the dealer is thanked 
formally by the minister and by the 
committee in charge. 

An Erie dealer tried this plan at 
Mr. Massing’s suggestion and sold 
twelve waffle irons the day following 
the supper at the church. This deal- 
er was wise enough to install a 
window display with a suitable pla- 
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wide material there is some business as 
low as 3c. 

Warehouse prices on steel bars in 
small lots are now 3.15c.; for struc- 
tural steel shapes, 3.25c.; steel bands, 
4.15c., and for steel hoops, 3.95c. 
These prices are also being charged 
by jobbers out of stock. 


SHEETS.—There are enough mills in 
need of business in black sheets who 
are willing to go as low as 3.75c., base, 
for orders, that the market on this kind 
of material now is more properly quota- 
ble at 3.75c. to 3.85c., the latter having 
long been regarded as the minimum 
price. Other descriptions are holding 
at recent prices, mills being better sup- 
plied with orders in galvanized and 
blue annealed sheets than they are in 
black. Generally new business is light, 
but there is no disposition on the part 
of consumers to refuse shipments on old 
orders. Pressure for shipments, par- 
ticularly on automobile sheets, is 
lighter than it was recently. If there 
is a change in prices in the near future 
it probably will be down rather than 
up, since sheet bars are plenty and 
easy. 

STEEL PIPE.—Jobbers still are press- 
ing the mills hard for shipments of mer- 
chant pipe, particularly in the butt 
welded sizes, but new buying is mod- 
erate in all descriptions of pipe and it 
is only because production and, inci- 
dentally, shipments have suffered from 





card on this line during the week of 
the church supper. He also sold 
tickets to the supper which served 
to help the church and bring people 
into his store. 


Factory Education for Salesmen 


T is a real joy to step up to a 
salesman and find out that he 
really knows something about the 
merchandise he is trying: to sell you. 
It has been said that there are too 


many uneducated clerks in our 
stores. Johnson, Berger & Co.,, 
Paragould, Ark., want their sales 
force to know the merchandise they 
sell so they sent one of their men 
to the phonograph factory and had 
him study the machine from every 
conceivable angle. The same meth- 
od was used on men handling other 
special lines. The company paid 
all expenses and they say that it 
was a cheap investment consider- 
ing the returns they are getting. 
Figure it out for yourself and see 
if you don’t say that a salesman 
who knows what he is talking about 
is at least twenty times more of a 
profit producer than the one who 
takes you over to a piece of mer- 
chandise and stands there until you 
tell him you will take it or more 
than likely, “I’ll come in again, Good 
Day!” 
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the inefficiency of labor, due to hot 
weather, that the gap between new 
business and completed orders does not 
show up greater. Prices are well main- 
tained. 

Black 
$7.18 


Black Galv. Galv. 
ym... .$3.39 : ee 
re | | 
%.... 3.36 $5.00 1%.. 
5.43 2 


| | ahaa 
Tio<06 Mean 6.56 .2%.. 2 

Above prices per 100 ft. f.o.b. Pitts- 
burgh. 


WIRE PRODUCTS.—Mills are rapidly 
catching up with their old obligations 
and distributors now have no complaint 
as to supplies. Reduction in the jobbing 
price of nails in Chicago finds no re- 
sponse here, since the Chicago decline is 
looked upon merely as the shaving of 
the premium, which grew up when nails 
were hard to secure. It is probable 
that the local quotation of $3.50 per 
keg will disappear now that supplies 
are ample, but $3.40 is regarded as a 
fair price on the present mill base, 
unless the mill base declines. 


Jobbers quote retail trade 
stock as follows: 

Wire nails, $3.40 to $3.50 base per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spool; No. 9 annealed fence wire, 
$3.30 per 100 Ib.; No. 9 galvanized 
fence wire, $3.90 per 100-lb.; woven 
wire fencing, 63 per cent off list. All 
the above prices on spools are for 
80-rod. 


from 


Sells 300 Gas Heaters During 
Cold Snap 


ORE than 300 gas heaters were 

sold during the past cold sea- 
son by the Schroeder-Beckwith Co., 
Cleveland, Ohio. Two large heaters 
were kept going full blast during 
the hours in which the store was 
opened. One, a very large model, 
was placed in front of the store. 
The other, family size, was placed 
just inside the door. On particular- 
ly cold days women would rush in- 
side and as they entered the door 
would feel the warm air caused by 
the heater’s radiation. Sales were 
easy with those women says E. J. 
Schroeder, and they warmed right 
up to the idea of buying a gas 
heater. 

One stove would quickly warm up 
the entire store and keep it comfort- 
able all day without being on full 
flame. This little point was brought 
to everyone’s attention, and the logi- 
cal conclusion was if it would warm 
up a big open store where the front 
door is continually opened and closed 
what a comfort it would be in the 
bedroom, or bathroom or even the 
living room at home. The Schroeder- 
Beckwith sales staff emphasized this 
point strongly and from their big 
sales record we feel that they cer- 
tainly must have put it across. 
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The 
STENCILOR 














a BIG-PAYING Investment 


in a Hardware Store an 








Handsome, attractive show cards of all sizes; striking, 
bold streamers, and small, neat Price Cards can all be 
made by the Stencilor right in your own store. j 






With this machine it is possible for you to produce , 
your display material on short notice without being ; 
obliged to depend on outside talent. For instance, i 
should you desire to put on a sale, you could start a boy 
at work on the Stencilor immediately and your adver- 
tising material would be ready on time, for the Sten- 
cilor is simplicity itself to operate. 


the STENCILOR 


is the most up-to-date sign-maker on the market. Divi- ° 
dends in the form of real cash and keen satisfaction 
come from its use. 










Send us a penny postcard asking for complete informa- 
tion about this money-saving and money-making ma- 
chine, and we will send it to you by return mail, to- 
gether with actual specimens of work done by the 
Stencilor. 2 










If you are interested in increased turnover and lower 
overhead you will send that postcard. 






The DISPLAY MATERIAL COMPANY 


SAINT PAUL, MINNESOTA 







Central States Agent Eastern Agent 
Smidor Sales Co., Waukegan, III. The Display Material Co., 191 Pearl St., New York, N. Y. 
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HARDWARE BRAND 
STARTS 


10 cent, each, or $106 for 

Have been getting there 

1d cannot tell you all the varictics 
avors, Knives, Wrenches, Od: 
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LEMON SALE 


Friday, February 16 


us brand of lemons ever ot- 
+ dosen-- 
roady (> 
Yor?! 
wd tints of 
one hundred 


in two of the well-known 
stock --these are 
he best $1 50 watch value that [ know 


CHAS. F. MANN 


38 Main St. ‘PHONE 38 38 Main St. 








has been found to be unusu- 

ally productive in changing 
slow-moving, unsalable hardware 
merchandise into real dollars, is that 
used by Charles F. Mann, a hard- 
ware merchant of Brattleboro, Vt. 

During the many years in which 
Mr. Mann has been in business, he 
has found that the end of each year 
shows up certain articles of mer- 
chandise that have refused to move 
from the shelves. Perhaps he has 
been overstocked in some of the 
lines he has carried; frequently, he 
has put in a line of new merchandise 
which has sold well up to a certain 
point and after that has become a 
dead weight. 

Instead of carrying this unsalable 
merchandise from year to year, 
hoping that someone will call occa- 
sionally for some of these goods. 
Mr. Mann, at the end of his year, 
runs what he calls a “lemon” sale. 
This sale not only clears the shelves 
of the merchandise of which he is 
anxious to be rid, but makes way 
for the display of newer and more 
salable merchandise. 


A NOVEL publicity stunt that 


How the Sale Operates 


This is how he operates his 
“lemon” sale. He takes the unsalable 
merchandise and ties each article in 
a separate package. The packages 
are usually made the same size and 
all are wrapped with the same brown 
paper. He fills one of his show win- 
dows with them and placards the 
window with a notice that each 
“Jemon” goes for 10 cents. Mr. Mann 


usually triples his regular advertis- 
ing space in the town newspaper for 
the week previous to the sale. He 
expresses his advertising. message in 
a friendly, inviting sort of way, 
which has helped his “lemon” sale to 
work out very advantageously. 

Mr. Mann runs his “lemon” sale 
once a year. Last February he closed 
his fourth sale of this kind. It has 
now become a regular annual event 
awaited by the public. He conducts 
this sale in February, because it 
serves also as a stimulus to trade, 
because in getting rid of his “lem- 
ons” he finds that patrons coming 
into the store find the, newer ar- 
ticles of merchandise on display and 
additional sales result. 


Advertising the Sale 


The last- “lemon” sale began on 
Feb. 16, and it was the most success- 
ful in the store’s history. What the 
“lemons” comprised can best be told 
by the following paragraph which 
was used in Mr. Mann’s advertising: 

“Biggest and best variety of this 
brand of ‘lemons’ ever offered at the 
price—10 cents each or $1.00 a 
dozen—you do the pickin’. Have 
been getting these ready for two 
months—and cannot tell you all the 
varieties. You’ll find Safety Razors, 
Knives, Wrenches, Odds and Ends of 
Tools, Name Plate Letters and more 
than one hundred other varieties, 
not one of ’em bought for the sale. 

“For good measure we will put in 
two of the well-known Pocket Ben 
Watches from our regular stock— 
these are not ‘lemons,’ but are the 
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Hardware 


Fruit? 
No—Yes 


best $1.50 watch value that I know 
of.” 

Mr. Mann has no definite time 
limit for his sale. He continues it 
from day to day until all his “lemons” 
are sold. On the occasion of the 
recent February sale, only two days 
were necessary in which to dispose of 
the one thousand packages. Next 
year Mr. Mann hopes to have even a 
more successful sale. 


Cleans Out Dead Stock 

“The interesting feature about the 
‘lemon’ sale,” Mr. Mann says, “ is 
that it clears the shelves of shop- 
worn goods and makes space for the 
new merchandise. Of course, most of 
the articles sold are of the variety 
that retail for 10 or 15 cents, al- 
though we put in many articles that 
retail 25, 40, 50 or 75 cents. As an 
extra drawing card, I usually put in 
two or three articles that retail 
about $1.50 apiece. 

“A dealer doesn’t want to go into 
the plan with the idea of making 
money,” Mr. Mann continues, “be- 
cause you won’t make money. It does 
give you cash, however, for lots of 
merchandise which otherwise would 
continue to clog up your shelves. 
I think it’s a good scheme if you 
want to get rid of the stuff you've 
grown tired of seeing on your 


_Shelves. I run my sale once a year, 


and now the people have grown to 
look forward to it. You can imagine 
the crowd that I have in my store 
when I say that I got rid of over 
1000 packages in two days this last 
time.” 


Reading matter continued on page 88 
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Why Golfers are buying the 
Steel Shafted Sport Model 





Design 





Keystone Sole Plat 
cae 


ne 


Stream Line 


Ya 








The Steel Shafted Sport Model is 
breaking all sales records for several 
reasons. 


It is designed especially to har- 
monize with the steel shaft. 


It embodies the very essence of 
rhythm. 


Fashioned on a Stream Line foun- 
dation, it reduces friction on the 
downward swing of the club. 


Incorporated in it are such exclu- 
sive MACGREGOR features as the 
Patented Brass Back and the Key- 
stone Sole Plate. It has the special 
face which is so much in demand to- 


day and which MACGREGOR was 
the first to bring out. 


It incorporates in every detail of 
construction that quality which the 
MACGREGOR name always im- 


plies. 


This club has proven to be an 
exceptionally profitable leader. You 
can increase your sales by featuring 
this nationally advertised club— it 
creates the desire for possession on 
first sight. 


Write today for the MACGREGOR 


proposition and our General Cata- 
log. 


THE CRAWFORD, McGREGOR & CANBY CO. 


Established 1829 





DAYTON, OHIO 


MACGREGOR © 











‘MAKE RECORDS WITH OS™ @ 2) MACGREGORS | 
Arto 








Car Loadings Heavy 


Loadings of revenue freight for the 
week ending July 14 totaled 1,019,667 
cars, according to the report of the 
American Railway Association recently 
made public. This total was 2103 cars 
less than the 1,021,770 loaded in the 
week of June 30, the greatest loadings 
on record, but for the second time within 
three weeks the previous record (1,018,- 
539 cars loaded in the week of Oct. 14, 
1920), was exceeded. 


Warren F. Green 


Warren F. Green, for many years as- 
sociated with the S. B. Hubbard Co., 
Jacksonville, Fla., died recently in his 
forty-second year. In addition to his 
business concerns, Mr. Green took an 
interest in civic affairs and partici- 
pated in the activities of the city in 
which he lived. 


L. B. Martin 


L. B. Martin, prominent glass manu- 
facturer of Lancaster, died recently at 
his home in that city of heart disease. 


Vacuum Cleaners for Horses and 
Livestock 


N a recent issue of Royal Breezes, 

the house organ of the P. A. Geier 
Co., Cleveland, Ohio., was a story 
telling of unusual uses for vacuum 
cleaners. One of these is in the Has- 
selman’s Riding Academy, Drexel 
Hill, Pa., where the attachments are 
used daily for grooming the horses. 
A letter from this institution’s head 
groom speaks well for the efficiency 
of an electric vacuum cleaner as used 
for this purpose. Several other re- 
ports from salesmen tell of stock 
breeders preparing their prize an- 
imals for the State and county fairs 
with the aid of vacuum cleaner at- 
tachments. 

Why not drop a good letter to local 
stock breeders and riding academies? 
You won’t sell many cleaners this 
way, but you can sell a few, and 
every little bit helps. The publicity 
possibilities on such sales would 
alone pay for the effort. 


Bwlili WOU LLLP PEMA TTTTTCUTUPE ean TP 


THUOEDSUQAUUOSUOSSEOAUASOOOSOANAOOUESADAAL SADDEST NENNAAANAG TNA SEEG NN 


HARDWARE AGE 


The Plot 


BY WILLIAM LUDLUM 


There’s a plot in every picture; 
There’s a plot in every play; 
There’s a plot in every story; 
Plots that run from grave to gay; 
But when spring arrives I wouldn’t 
Give a nickel for the lot— 
I find all the “action” needed 
In my little—garden plot. 


When the winter winds are blowing 
And the snow is falling fast, 

I quite often feed on fiction, 
Thrilling plots are my “repast’; 

But as soon as spring comes tripping, 
Keeping step with her I trot 

And with hoe and rake and shovel 
Seek my little—garden plot. 


There are plots that make me shudder; 


There are plots that make me smile; 
There are plots that often “get” me 

In the region of the “bile”; 
There are plots that please my “pal- 

ate”’ 

And some plots I’d rather—not; 
But I drop them all at springtime 

For my little—garden plot. 


Other plots are mostly fiction, 
Children of some fevered brain; 
But the plot on which I’m working 
In the sunshine and the rain 
Is no “manufactured” story; 
But is Nature’s truth, I wot, 
Written out in rows of green things— 
In my little—garden plot. 
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Successful Debate 


Charles: “Pa, we had one of 
the most successful debates at 
our high school last night that 
we ever held.” 

Pa: “How is that?” 

Charles: “The subject was, 
‘Was the inventor of the barbed- 
wire fence a Barbarian.’ Every- 
body took sides, and no one got 
on the fence.” 
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Soldering and Branding Tool 
Has Unique Features 


A new Gasoline Torch combined with 
a branding tool or soldering copper, 
and having unusual points of interest, 
is made by the George W. Diener Mfg. 
Co., Chicago, manufacturers of the Tor- 
rid line of blow torches. The demand 
by telephone companies, railroads, 
dairy, ice cream companies and many 
other concerns for a branding tool with 
which their property can be rapidly 
branded with burned-in trade marks or 
numbers, can be supplied with this 
torch. As a blow torch, it is particu- 
larly adapted to the householder who 





does occasional soldering, and it also 
offers the mechanic a self-heating sol- 
dering copper of the greatest reliabil- 
ity and efficiency where rapidity of 
work is of highest importance. 

The Torrid Burner construction is 
new and novel. A superheating cham- 
ber extends three-fourths the length 
of the upper side of the burner. The 
fuel is first vaporized by a generator 
similar to the type used in all blow 
torches. The vapor is then fed into the 
super-heating chamber through a pre- 
heating tube inside the super-heating 
chamber and is transformed into dry 
gas. By this means the usual carboni- 
zation which clogs the ordinary vein 
of burners is practically nil. The air- 
mixing principle is similar to that suc- 
cessfully used in Torrid Torches. The 
super-heated gas is discharged into the 
burner tube through the correct size 
opening for ordinary market gasoline 
and is regulated by a needle valve. The 
needle is made in one piece of solid 
steel rod and seated squarely on a broad 
base of the solid casting. No separate 
inset, commonly known as a “needle 
block,” is used in the manufacture of 
these burners, and there are no parts 
to work loose in the stress of tempera- 
ture variations to which a burner is 
subjected. The orifice is self-cleaning 
and guarded by a deep shoulder that 
overcomes the common difficulty and 
danger of forcing the needle when 
hot and enlarging the orifice. The flame 
has a remarkable range of tempera- 
ture adjustment. It burns steadily at 
any variation from a minimum of 1406 
deg. to a maximum of 2000 deg. Fahr., 
which permits the various sizes of 
brands or soldering coppers to be held 
at the precise heat necessary for the 
work in hand. 

This torch should appeal strongly 
to farmers, for branding animals. 
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Do You Want Any ? 


hee ERAL hundred requests for reprints of “Looking Ahead 
Six Months,” a collection of letters written by hardware 
jobbers forecasting business conditions for the next six months, 
have been received by HarpwarE AGE. The number of reprints 
that we have left is limited. If you want some copies write 
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The better the clipper ! 
the smarter the “bob” 
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This page appeared in 
the July 14th issue of the 
Saturday Evening Post 


This page will appear 1. 
the August 11th issue of 
the Saturday Evening Post 


Lo sellmore clippers 
every month-all summer 


If you have been following the Brown & 
Sharpe clipper advertising you know that we 
have been using the most effective space we 
could buy in the Saturday Evening Post. 








This campaign is being steadily continued 
right through the summer. (Notice the two 
latest advertisements at the top of this page.) 





Notice, too, that every advertisement tells 
these good customers of yours to go to your 
store for Brown & Sharpe clippers—“the kind 
the barber uses.” The clipper 
your barber uses 








Are you making use of the new display mate- 
rial? Have you given the Brown & Sharpe 
carton a job on your counter? 














Ask your jobber for these sales helps. They 


will sell clippers for you right now. 


BROWN & SHARPE Mfg. Co. 


Providence, R.1.,US.A. 
The World's Standard ||BS Quality Tool Makers 




















A Real 
Sport Goods 
Store 


Everything for en- 
joyment of outdoor 
days.» Aside from our 
regular supplies for 
various sports, we carry 
a complete line of ac- 
cessories. 

Cameras, sport cut- 
lery, guns, flashlights, 
boat fittings, camp sup- 
plies, auto luggage car- 
riers and lunch baskets, 
etc. Whatever you 
need on a day’s outing 
or a week’s trip, you 
can get it here at the 
right quality and right 
price. 


Brown Hdwe. Co. 
‘‘ The Sport Goods Store’’ 


You can run a number of ads on accessories 
grouped as in this ad or featured singly 


An Advertising Campaign 
(Continued from page 69) 














in the open are just as readily pur- 
chased as the items for which he en- 
tered the store. 


As to Size of Sport Goods Ads 

In suggesting a campaign for 
sporting goods, we incline to the use 
of smaller ads featuring different 
lines and the occasional use of a 
larger ad featuring all lines. But it 
should be remembered that the 
smaller ad advertising equipment for 
a single sport has an advantage in 
that sporting proclivities are gener- 
ally specialized. The young man in- 
terested in baseball may not care 
anything for tennis and your dyed- 
in-the-wool fisherman probably does 
not care a whoop for baseball. The 
individual ad, therefore, is more se- 
lective and better calculated to up- 
build a completely equipped sport 
goods department. 

Once a month, however, a recapit- 
ulation of your sport goods activi- 
ties will make a forceful 3 or 4 col- 
umn ad, and we most certainly ad- 
vise the periodic use of such an an- 
nouncement. 


Comment on Ads 


For our suggested ads we have 
selected sports that are most popu- 
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lar throughout the entire summer- 


season. Tennis, golf, fishing, camp- 
ing and baseball, with an ad on ac- 
cessories that are part of general 
hardware stock. 

In each of these ads you will note 
that there are two distinct appeals. 
The first appeal is that of the sport 
itself. Sporting goods ads must not 
be dry and descriptive. They must 
feature the appeal of the sport in 
order to interest and enthuse the 
sportsman. The secondary appeal of 
each ad is the completeness of the 
stock carried in the store. This is a 
most important point in appealing to 
men. For the sportsman will very 


soon be disgusted with any store’ 


that can supply only part of his 
wants. If he is a fisherman he 
wants the store to have not only fish- 
ing rods and reels but he will want 
to obtain other such accessories as 
complete his fishing equipment. And 
the sporting goods department 
which does the most business is the 
one which carries the most complete 
stock. If these two main appeals 
are observed in every sporting goods 
ad, we believe that pulling power will 
be assured. 

It will be noticed that the ad on 
accessories features such items as 
cameras, sporting cutlery, guns, 
canoe fittings, etc. Several ads can 
be easily made up of items in the 


Now For a 
Day of Golf 


Close up the old desk 
and prepare for a’ day 
of the sport of kings. 
But be sure you have 


the right equipment. 


Call on us for bags, 
clubs of leading makes, 
balls and other golfing 
You'll find 


our stock complete and 


accessories. 


up-to-date and our 


prices right. See us 


today. 


Brown Hdwe. Co. 
‘The Sport Goods Store” 


A few ads like this will attract a real fol- 
lowing of golfers 
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“Tenting Tonight 
On The Old 
Camp Ground” 


What else can bring 
the thrill of camping in 
the open. Enjoy real 
outdoor life this sum- 
mer by planning a 
camping trip. 


The enjoyment of 
camping depends upon 
your equipment. We 
have everything for the 
camper; tents, stoves, 
lanterns, canvas buckets 
and a host of other 
handy items. Special 
outfits for the motor 
campers. 


Brown Hdwe. Co. 
‘The Sport Goods Store’’ 


The canoe camper and the auto camper will 
be interested in this sport goods ad 


hardware store that fit in with sport- 
ing goods. 


Suggestions as to Illustrations 


As regards illustrations, we think 
it advisable to see that each ad con- 
tains some sort of a cut relative to 
the sport being talked about. If this 
cut can be a delineation of the sport 
rather than a picture of an item of 
sporting goods, so much the better. 
This kind of a cut coupled with lead- 
off copy referring to the sport and 


‘its pleasures has a far better chance 


to interest the sportsman than copy 
of a purely descriptive nature. 


The Appeal of Your Ads 

When writing a sporting goods ad 
it is well to think over somewhat the 
audience you are addressing. For 
instance, we would suggest that any 
and all baseball ads be written to 
younger men, and you will notice 
that the appeal in the baseball ad is 
written with this thought in mind. 
An ad of camping equipment should 
bring in an appeal to the motorists, 
as there is a great deal of motor 
camping being done today. Observ- 
ance of these copy points will result 
in greater pulling power for your 
ads. 

A Suggested Schedule 


We suggest as a schedule for these 
ads a run of two to three times 4 
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American Screw Co. 
PROVIDENCE , RI]. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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week, with different ads alternating. 
On a basis of twice a week, the sug- 
gested ads accompanying this article 
will give you new copy for three 
weeks and only one repetition for a 
period of six weeks. 


SUN NORUEAUENDELATAUEUBNAAD HAAS: Husveneveenoenenceneneancanennnangy ines 


NATIONAL HARDWARE ASSOCIATION OF THE 
UNITED STATES CONVENTION, Atlantic City, 
N. J., Oct. 16, 17, 18, 19, 1923. Head- 
quarters, Marlborough-Blenheim, T. James 
Fernley, 505 Arch St., 
Philadelphia, 


secretary-treasurer, 
Pa. 


AUTOMOBILE ACCESSORIES BRANCH OF THE 
NATIONAL HARDWARE ASSOCIATION OF THE 
UNITED STATES CONVENTION AND EXHI- 
BITION, Atlantic City, N. J., Oct. 15, 16, 17, 
18, 1923. Headquarters, Shelburne Hotel. 
T. James Fernley, secretary-treasurer, 505 
Arch St., Philadelphia, Pa. 


MANUFACTURERS’ 

Atlantic City. 
N. J., Oct. 17, 18, 19, 1923. Opening session 
will be held on the evening of Oct. 16. 
Headquarters, Marlborough-Blenheim. F. D. 
Mitchell, 1819 Broad- 
way, New York, 


HARDWARE 
CONVENTION, 


AMERICAN 
ASSOCIATION 


secretary-treasurer, 
ae 2 
IMPLEMENT 
24, 25, 1924. 
202 Re- 


HARDWARE AND 
ASSOCIATION, Louisville, Jan. 
J. M. Stone, secretary-treasurer, 
public Building, Louisville. 


KENTUCKY 


MoUNTAIN STATES HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, City Audi- 


HARDWARE AGE 


In other words these suggested 
ads provide you with enough ma- 
terial to carry you through to fall. 
The copy can be supplemented by 
any such listing as you may desire 
and it would be well when adding 


ae cuetenennsuentnne eeeceonvennececenecesencenanecenty 


Coming Hardware Conventions 


August 2, 1923 


any items to the ad to be careful to 
quote either prices or a price range, 

If you use these ads consistently 
through the summer, you are bound 
to make a material increase in sales 
of your sporting goods department, 


Coro ceesaveanarenecenenesaensennacaennerss 





1924. W. 
Boulder, 


torium, Denver, Colo., January, 
W. McAlister, secretary-treasurer, 
Colo. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Missouri 
Theater Building, Kansas City, Jan. 15, 16, 
17, 1924. H. J. Hodge, secretary, Abilene, 
Kan. 


West VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Huntington, 
Jan. 15, 16, 17, 18, 1924. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 

ASSOCIATION, 
Cadle 
1924. 


INDIANA RETAIL HARDWARE 
Inc., CONVENTION AND [XHIBITION, 
Tabernacle, Jan. 29, 30, 31, Feb. 1, 
G. F. Sheely, secretary, Argos. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Milwau- 
kee Auditorium, Feb. 6, 7, 8, 1924. George 
W. Korlney, manager of exhibits, 1476 
Green Bay Avenue, Milwaukee. a * 
Jacobs, secretary-treasurer, Stevens Point. 
ASSOCIA- 
Grand 
Karl S. 


HARDWARE 
EXHIBITION, 
15, 1924. 


MICHIGAN RETAIL 
TION CONVENTION AND 
Rapids, Feb. 12, 13, 14, 


ATLL ORE 


TR wu 1 nT | 


Judson, Exhibit Manager, 248 Morris Ave. 
nue, Grand Rapids. <A. J. Scott, secretary, 
Marine City. 


PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION, Incorporated, Con- 
vention and Exhibition, Philadelphia Com- 
mercial Museum, Philadelphia, Feb. 12, 13, 
14, 15, 1924. Sharon E, Jones, secretary- 
treasurer, Wesley Building, Philadelphia. 


New YorK RETAIL HARDWARE ASSOCTA- 
TION CONVENTION AND EXHIBITION, Feb. 19, 
20, 21, 22, 1924. Headquarters, McAlpin 
Hotel, and Exhibition at Seventy-First Regi- 
ment Armory. John B. Foley, secretary, 
412-413 City Bank Building, Syracuse. 


OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Cincinnati, Feb. 19, 20, 21, 
22, 1924. James B. Carson, 1001 Schwind 
Building, Dayton, Ohio. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Sherman, Chicago, Feb- 
ruary, 1924. Leon D. Nish, secretary- 
treasurer, Elgin, Ill. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Des Moines, February, 1924. 
A. R. Sale, secretary-treasurer, Mason City. 








asin are the most popular reading matter in the world 
because they have a fresh, daily turnover of ideas, and different 
displays of events in type every twenty-four hours. 

Turning over ideas is more important than turning over stock, 
because in back of every stock turn is a thought. 

Think of the turnover of ideas that a successful and original busi- 
ness man must have had in forty years. 

Within a few weeks HARDWARE AGE will give you the benefit 
of a forty years turnover of ideas and experiences by publishing a 
series of articles on ‘Forty Years of Hardware’’ written by a success- 








Within a Few Weeks— 


ful and original business man. 
If you are a young man you will be glad that you read these arti- 
cles forty years from now. 
If you are more than forty now, you will learn the inside story 
about things that happened forty years ago, and which you have 


To, spams Oradnne 


often wondered about. 
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Keeping Abreast of the Times 


Vegetables sold by measure al- 
ways vary. Vegetables should be 
sold by weight, and not by meas- 
ure, for that is the safest and best 
way. Sooner or later all vegetables 
will be weighed and not measured. 





CHATILLON 
VEGETABLE 
SCALES 


are becoming more and more popu- 
lar as the result of their widening 
reputation for accuracy and de- 
pendability in weighing vegetables. 


The number of different designs 
and sizes enables retailers to select 
the type of scale that best suits their 
purpose. : 


Carry Chatillon Vegetable Scales and 
your profits will increase. 


Write your jobber for full information and prices 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street New York City 
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The Jeter 
Hardware Co. 
Jonesboro 
Cashes in 
on Window 


Displays ° 





The Allen 


Hardware Co. of 





Little Rock, 
Plays Up 
- Electrical 


Goods 


Arkansas Firms Use Hot Weather Specials 
and Keep the Sales Ball Rolling 


EVERAL years ago it was cus- 
S tomary for coffee sales to fall 

off during the hot weather, but 
someone popularized iced coffee and 
now sales keep up all the year ’round. 
The hardware man has little mer- 
chandise that he has to invent some 
new use for to make it sell over a 
quiet or off season. He is usually 
“Johnny on the spot” with just lhe 


and cooling devices played a prominent part. 


thing that each particular season re- 
quires. 

If it is cold, there are stoves, heat- 
ers and many other things. If it is 
hot—well, you know, you are prob- 
ably pushing them right now. 


Water Coolers and Freezers 


However, a few suggestions might 
not be amiss. The Jeter Hardware 


This illustration shows a recent hot weather display of the Allen Hardware Co., Little Rock, Ark., in which electrical cooking 





the inner man 


Co., Jonesboro, Ark., filled a window 
full of water coolers and ice cream 
freezers. They certainly are hot 
weather specials and by the way, 
have a fairly steady demand through- 
out the year. However, their big in- 
ning comes when the sun is hottest. 

While the farmer “makes hay while 
the sun shines,” the hardware dealer 
profits from hot weather specials. 


Above is a display of the Jeter Hardware Co., Jonesboro, Ark., that appeals to 
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LAWN MOWERS 


FOR 1924 





We are booking orders for next season’s wants 
for our high grade line of Lawn Mowers 
known as 


“Mowers that Wear” 


Equipped with  self-sharpening devices, 
Crucible Tool Steel Blades that are tempered 
in oil, and many other features distinctly their ° 
own. 


An attractive and profitable line which you 
surely ought to see before you purchase your 


supply. 


Our Salesmen are prepared to show you. 


THE GEO. WORTHINGTON CO. 


Lawn Mower Distributors of the Central States 


Established | 829 | CLEVELAND 
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The Allen Hardware Co., Little 
Rock, Ark., make considerable “profit 
hay” when the sun shines. The illus- 
tration shows how this firm started 
the ball rolling. The stock of elec- 
trical merchandise invoices about 
$1,500 and turns five times a year. 
Specials are run on fans and globes 
and they sell a lot of them. Then 
there is the steady demand for irons, 
percolators, grills, toasters and the 
electrical sundries. 

R. R. Allen says the electric light 
bulb business is very profitable and 
he is enthusiastic enough about it to 
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work it strong. He secured contracts 
from several large users and this in- 
sures a steady volume which enables 
him to get the quantity discount. 
Then he builds up the balance of 
sales by means of consistent adver- 
tising and sales effort. 
Hot Weather Suggestions 

A good “summery” window will 
keep any hardware dealer cool. Put 
plenty of fans in the window and 
have some of them in motion with 
handkerchiefs, banners or streamers 
blowing from them. A little breezy 
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motion in a window will stop them on 
the hot sidewalk and bring them in. 

How about a sign on the window— 
“Step inside, it is cooler.” “We keep 
cool with ... fans.” Possibly you 
have your own idea of a sign to bring 
them in and be sure they feel the 
breeze as soon as they get inside the 
door. More homes have electricity 
this year and more people have 
money to spend. Your electrical mer- 
chandise and fan sales should show 
a nice fat increase. The business is 
there and somebody will get it if you 
don’t. 


Here’s How-to Select Tool Handles 


FENHE insistence of the public on 
having only white hickory in 
tool handles and vehicle parts causes 
a large part of the hickory grown in 
this country to be used for fuel or 
for other purposes where the ex- 
ceptional strength properties of this 
wood are not needed. Usually only 
a small outer portion of a mature 
hickory tree contains white wood; 
the inner part, or heartwood, is red. 
Many people think that this red wood 
is not so strong or tough as the white 
wood. This belief, however, is dis- 
credited by actual strength tests 
made at the Forest Products Labora- 
tory upon many specimens of red 
and white hickory. The tests show 
conclusively that, weight for weight, 
sound hickory has the same strength, 
toughness, and resistance to shock, 
regardless of whether it is red, 
white, or mixed red and white. 

The belief that white hickory is 
superior to red probably arose from 
the observation that young, rapid- 
growing hickory trees, which are 
nearly all sapwood, or white wood, 
generally have excellent strength 
properties. As the tree matures, 
however, this same sapwood is trans- 
formed into reddish heartwood; and 
a half-million tests made at the 
Forest Products Laboratory have 
failed to show any change in the 
strength due to this natural change 
from sapwood into heartwood. 


Density Indicates Strength 


A reliable indication of the 
strength of hickory is its density. 
That is to say, of two pieces of the 
same size and dryness, the heavier 
will be found to have the better 
strength properties. 

The man who is buying only one 
handle will usually find a_ visual 
method of judging hickory more con- 


venient and practical than weighing. 
A fairly reliable visual guide to 
strength is found in the proportion 
of summerwood appearing on the 
end of the piece. The summerwood 
is the solid-looking or less porous 
portion of each yearly growth ring. 
It is quite easy to distinguish from 
the springwood portion of the ring, 
which is full of pores or small holes. 
The summerwood has much greater 
strength than the springwood, be- 
cause it contains more wood sub- 
stance per unit volume. Wide bands 
of summerwood and relatively nar- 
row bands of springwood, therefore, 
indicate a stronger piece of hickory 
than bands of summerwood and 
springwood of nearly the same 
width. The greater the proportion 
of summerwood in a tool handle or 
other piece of hickory, the greater 
will be its strength. 


One Way of Grading 


The number of growth rings per 
inch also afford some means of 
grading hickory. Few growth rings 
per inch, as shown on the end of a 
handle, indicate a stronger and 
tougher piece than many rings, pro- 
vided, of course, that it is straight- 
grained and free from defects at im- 
portant points. Acceptable handles 
commonly show not more than twenty 
rings per inch, although much good 
hickory will be found with as many 
as forty rings per inch. More care- 
ful inspection, however, by weight, 
is recommended for this very slow 
growth material. 

As a further guide in choosing a 
good tool handle, it is worthy of note 
that the best hickory shows an oily 
or glossy side-grain surface when 
smoothly finished; also, when it is 
dropped on end on a hard surface, 
such as a concrete floor, it emits a 
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clear, ringing tone, in comparison 
with the dull sound produced by 
hickory of inferior quality. 

The adoption by the general pub- 
lic of these methods of grading hick- 
ory, in place of the worthless preju- 
dice with respect to color, would put 
an end to the wasteful practice of 
culling red hickory stock. When 
hickory was plentiful, this was a 
matter of seemingly little import- 
ance; but now every means should 
be taken to conserve the waning 
supply of an important wood, for 
which no satisfactory substitute has 


been found. 

Technical Note No. 171, Forest Products 

aneratory, U.S. Forest Service, Madison, 
‘is. 


Schroeder Pulls for Prepared 
Paints 
J. SCHROEDER, Schroeder- 
e Beckwith Co., Cleveland, Ohio, 
has been working on local master 
painters for ten years trying to sell 
them the idea of prepared paints. 
He tells us that he has been making 
great headway and says that with 
concerted effort the hardware deal- 
ers throughout the country will have 
the majority of master painters 
using prepared paint in ten years. 
Mr. Schroeder has worked out a 
sales talk whereby he can prove that 
prepared paint is cheaper to buy 
because he says it will cover more 
surface and will give greater satis- 
faction. He also says that the paint- 
ing trade like many other crafts is 
short on apprentices and those ob- 
tained must be pushed through the 
copes of paint application and do not 
have time to study the mixing of 
paints. Whether this thought is 
shared generally or not, Mr. Schroe- 
der’s observations should be of great 
interest to the general hardware 
trade. 
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—the steel case weatherproof battery that costs no more, gives more powerful ignition for a 
longer time, and builds up customer satisfaction for the dealer 


Customer Satisfaction won through the sale 
of Steel Case Columbia “Hot Shot” Batter- 
ies leads to a permanent and growing trade 


3 —prestige and sustained advertising make Colum- 
bia the easiest and most profitable battery to sell 


GOOD REASONS — quality insures customer satisfaction from every 

why dealers con- ) Columbia sale 

centrate on the \ —preater power and longer life have established 

Columbia Dry Columbia supremacy in a constantly broadening 
Battery Line field of application 


Concentrate on the Columbia Line and Cash 
In on the Features that Win and Hold Trade 


Your Jobber Will Cooperate 100 Per Cent 


NATIONAL CARBON COMPANY, INC. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
Dry Batteries 


— they last longer 
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Both Hot Air and Hot Water 
Heating Systems Used 


Automatic Ventilation. Moisture 
and Heating Regulation. RELIABLE 
dealers find the Reliable Incubators 
most satisfactory and profitable to 
sell for several reasons: 1: Our com- 
plete line of various sizes, both heat- 
ing systems, to meet every need. 2: 
Best materials, construction and 
workmanship. 3: Ease of operation 
and possessing every convenience of 
modern incubation. 4: Maintains a 
positive uniformity of temperature 
with a constant even circulation of 
pure, fresh air. 5: Correct heating and 
hatching temperature and moisture 
in all climates. 6: Double enclosure 
heating system utilizes heat from 
lamp in two ways—an absolute guar- 
antee against sudden chills. 7: Has 
an abundant nursery space. 


54, on Tem 
Pint ow abe ry 
ot Gh Tw, 


Wht) oS | 
RELIABLE Standard 
Blue Flame Hover 


The Leader of them all. A wick- 
less, oil heated Colony Hover. 1924 
pattern made to meet 
every demand of poul- 
trymen—largeorsmall. 
Fully explained in the 
Reliable Sales book. 
An unusual seller. 


RELIABLE 
Standard 
Coal — 
Burner  prood. 
Colony Stove 
Brooder 


using our own brooder stove with im- 
proved feed pouch, increasing coal capa- 
city. Burns both hard and soft coal with 
equal success. Accurate and dependable 
heating regulation. Self cleaning. No 
clogzing. Self ventilating canopy, main- 
taining pure, fresh, warm air, insuring 
healthy chicks. The Dealer’s Favorite. 
Our RELIABLE Incuba- 
tors, Brooders, Hovers, Poul- 
try Appliances and Fix- 
tures are backed by our 
positive guarantee. 
43 years at it 
Write tonight for the 
RELIABLE Sales Book, 
Dealer Terms and Prices, 
Your salesmen will be 
greatly helped by our 


literature. 
RELIABLE INCUBATOR & BROODER roy 
2805 Chestnut St. QUINCY, ILL,U.S.A *) 
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HARDWARE AGE 


Washington News 
(Continued from page 62) 





tion that would legalize the mainte- 
nance of resale prices. Today, how- 
ever, the outlook for the enactment of 
a well-balanced law permitting agree- 
ments to be made between manufactur- 
ers and dealers, for the maintenance 
of prices, is exceedingly bright. Not 
only has Congress become aroused to the 
importance of this legislation, but some 
of the most influential members of the 
Administration have joined in the cru- 
sade and are preparing to cooperate 
heartily with the business men of the 
country. 

“The outstanding fact in connection 
with this demand for legislation is the 
character and present extent of the 
abuse which is sought to be corrected. 
Never in the forty years in which I 
have closely observed the proceedings 
of Congress have I noted such evidences 
of the earnestness of business . men, 
both great and small, in an effort to se- 
cure remedial legislation. Without re- 
gard to locality or class of products 
involved the price-cutters appear to 
have been running amuck until legiti- 
mate merchants have become convinced 
that there is no help for the situation 
short of comprehensive legislation by 
the Federal ‘Congress. 

“The court decisions rendered dur- 
ing the past eighteen 
months have clearly em- 
phasized the necessity for 
legislative relief. In the 
earlier cases the United 
States Supreme Court re- 
peatedly advanced the 
proposition that a manufacturer or 
merchant might refuse to sell his goods 
for any reason or for no reason, and 
these decisions were universally ac- 
cepted as authority for the refusal to 
sell to price-cutters. 

“In later decisions, however, the 
court so modified its earlier opinions 
as to deprive manufacturers and mer- 
chants of all practical means of en- 
forcing their abstract rights. Thus, 
while it now appears that a manufac- 
turer may refuse to sell to a price- 
cutter, yet if he maintains a system 
by which he can inform himself as to 
the particular dealers who cut prices, 
and if pursuant to information thus 
gathered he systematically refuses to 
sell, he is held to be guilty of restraint 
of trade. Obviously nothing but a leg- 
islative enactment by Congress can 
meet this situation. 
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Recent Important Developments 


“There have within recent months 
been three important developments in 
the price maintenance campaign. First 
and foremost, Secretary Hoover, the 
energetic and efficient head of the De- 
partment of Commerce, has espoused 
the cause of price maintenance which 
he believes to be an essential item in 
an effective code of business ethics. 

“Second, a new price maintenance 
bill has been -introduced in the House 
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of Representatives by Representative 
Schuyler Merritt, of Connecticut, an 
influential member of the House Com- 
mittee on Interstate and Foreign Com- 
merce, which has jurisdiction of this 
important question. This bill resem- 
bles the so-called Kelly-Stephens meas- 
ure, which has been pending for several 
years, but it does not contain the pro- 
vision, objectionable in many quarters, 
which brings under the jurisdiction of 
the Federal: Trade Commission all 
manufacturers who adopt a policy of 
maintaining their resale prices. 

“Third, ‘Representative M. Clyde 
Kelly, of Pennsylvania, the present 
sponsor of the Kelly-Stephens bill, has 
obtained from Chairman Winslow, of 
the House Committee on Interstate and 
Foreign Commerce, a definite pledge 
that the pending price maintenance 
measures will be called up in his com- 
mittee soon after the meeting of the 
new Congress next December, and made 
the subject of early deliberation and 
prompt action.” 


Mirro Fry Pan Handle Improved 


The Aluminum Goods Mfg. Company, 
Manitowoc, Wis., is now regularly fur- 
nishing its fry pans with handles hav- 
ing a heat-resisting composition incu- 
lator to protect the handle from char- 
ring or burning. Furthermore, the 
handle and insulator are so constructed 
that it is impossible for either of them 
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to turn in the aluminum socket. This 
improved handle with insulator is pat- 
ented by the Aluminum Goods Mfg. Co. 
and, therefore, will be an exclusive fea- 
ture found only in Mirro Fry Pans. 


Wednesday At Home Day at 


Masback’s in N. Y. 


During July the Masback Hardware 
Co., Inc., 82 Warren Street, New York 
City, has been holding at home days 
every Wednesday afternoon for the 
benefit of customers who on that after- 
noon every week may visit the display 
stock and shipping rooms of the com- 
pany. The at home days will be con- 
tinued during August. As an added 
attraction refreshments are served to 
visitors. 

“These at home days,” said H. E. 
Masback, sales manager of the com- 
pany, “have been unusually successful. 
Most of the dealers in this section close 
their stores Wednesday afternoon, and 
we have had a great many of them 
visit our display and stock rooms. There 
is no obligation, nor is ther any at- 
tempt made to force sales on our Vis- 
itors. If they see anything that they 
want to buy we will, of course, accom- 
modate them, but the main purpose 1S 
to have our customers get acquainted 
with the executives of the company, the 
store salesmen, the men who pack and 
handle their: orders, and to see where 
and how we do business.” 











